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... Sylvia, the 
exquisite new. pattern designed by 
a woman for the smart woman of 
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From “Sylvia” by Oley Speaks. Copyright 1914 by G 
Schirmer (Inc.). Printed by permission of the publisher 
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Send for YOUR copy of this 
sand trCottspr ~=—6 NEW RONSO N CATALOG 


RONSON LITE-O-RITE 





It lites! It rites! It’s filled with MOVING Pictures! 


U. S. Pat. 1,342,838 
Other Pats. Pending 


HIS RONSON Catalog is filled with pictures of 
merchandise that moves, the year ‘round-~ 
from jobber to dealer to the public. 


There’s a steady, ever increasing de- 
_mand for RONSON Products, created by 
RONSON’S outstanding excellence and 
RONSON’S outstanding advertising. 





Ss Phe al sng 4 — Get your share of this important, profitable 
Send for this Sports Trophy Catalog business, by showing the newest RONSON 
models and by making use of RONSON’S 

many merchandising and display helps. 
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See the complete RONSON lines thru your jobber. 
Visit our permanent Display Rooms when in these cities: 


NEW YORK CHICAGO LOS ANGELES 
347 Fifth Avenue 36 So. State St. 728 So. Flower $#. 


. ww“ Write for Catalogs to Dept. J-7 
' ART METAL WORKS, INC. ARONSON square NEWARK, N. J. 


Visit the RONSON EXHIBIT at CHICAGO CENTURY of PROGRESS (16th Street Bridge), 
where millions of prospects are seeing the complete RONSON Lines. 
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SPEAKING OF THE JEWELRY TRADE « ua a4 


A New York 


manufacturer's representative, who 
recently returned from a sales trip to 
the Coast, reports that jobbers and 
wholesalers of California and other 
coastal states, institute a mild form of 
“star chamber” proceedings upon en- 
try into their establishments, of man- 








ufacturers’ salesmen, for the purpose 
of soliciting business. 

“Who are you going to sell, the re- 
tailer or the jobber?” is the unequivo- 
cal query. If the salesman remarks 
modestly that he would like to sell 
both branches of the business, he at 
once observes a rather chilly atmos- 
phere in the office of the jobber, and 
is summarily informed that his prod- 
uct holds no virtues in their eyes. 

On the other hand, if he asserts his 
intention to restrict his calls to the 
wholesale trade, there is intimation 
that he might get an order. 


3 4 


‘Phe it takes 


more time to sell merchandise to 
women than it does to men is sus- 
ceptible to statistical proof, the 
Bureau of the Census points out in 
“Employment and Wages in the Re- 
tail Industry,” recently published. 
The results of the Census of Distri- 
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bution show that the sales volume per 
sales person is materially higher in 
men’s stores than in those catering to 
women. 

“Does not this prove that we must 
study the buying resistance in woman 
more than we have done in the past 
and who can understand this better 
than a woman salesman,” said a well- 
known jeweler to whose attention the 
above had been called. “It is because 
the bulk of the sales of jewelry and 
silver are bought by women, or at 
least depend upon a woman’s choice, 
that I have always felt that more sales 








women should be employed by our 
retailers. Why this has not been 
done in the past I have never been 
able to understand.” 


an ee’ 


Atter a trip of 


over 8000 miles throughout the coun- 
try, Pierrepont B. Noyes, president 
of Oneida Community, Ltd., in an 
article in the Community Jeweler, 
recently reflected the temper of the 
American business man and the ques- 
tions put to him. He spoke of the 
questions asked about President 
Roosevelt’s policy and the vagaries 
of Congress, saying: 

“T was asked, ‘Do you believe in 
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all the things the President is do- 
ing?’ I answered, ‘No, and he 
doesn’t believe in them all himself. 
He has a bull by the horns and the 
process of letting go is difficult and 
dangerous.’ 

“Imagine a mad bull charging 
across a pasture after a little girl. 








She falls. The bull is almost upon 
her. A strong man appears and 
grasps the bull by the horns. While 
he wrestles with the bull, the little 
girl eséapes,’ but he finds it difficult 
to let go of the bull’s horns. That 
is the President’s fix. He will have 
to do unusual, not to say ungraceful 
things to escape himself, but the little 
girl is safe. 

“During March, 1933, nothing but 
President Roosevelt’s reckless wres- 
tling with the mad bull of depression 
saved our country. Ought we be 
critical and discouraged by the un- 
usual things he has to do in order 


" to safely ‘let go of the bull’s horns?’ ” 


¢ ¢ 4 


Wat is referred 


as to “A B C Store-Selling Formula” 
appeared in a recent issue of Gruen 
Sales Digest which should be heeded 
by all those who have read it and 











read by those who have not done so. 
It reads: 

“If you boiled down all the expert 
knowledge on personal salesmanship, 
you would get this as a final result: 
‘Help your customers to buy.’ 

“Hold on to that simple idea. Tack 
it up as a store motto. Forget the 
notion that a sales transaction is a 
contest. Treat each customer as a 
personal friend. Recommend what 
you knew to be best suited. Don’t 
‘gold-brick’ them with a misfit, or 
sell them beyond their needs or means, 
simply because they trust you. 

“Come around (figuratively) on 
their side of the counter with them; 
counsel them honestly. Evidence in 
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support of this simple formula is seen 
in the new type of stores, where tables 
replace counters; where salesman and 
customer sit down, side by side, in- 
stead of staging a mental tug-of-war 
from opposite sides.” 


¢ ¢ ¢@ 


Pp rophets—Profits— 


two words with similar pronuncia- 
tion, but with different spelling and 
meaning. 

“The past few years have been bare 
of Profits... but rather fruitful in 
Prophets and prophecies. 

“So much of our time has been 
spent in studying and digesting the 
material furnished us by the many 
political and economical prophets that, 
as we read from week to week, it is 
difficult to know whether we are go- 
ing or coming,” says C. R. Gardinor, 
president of the International Silver 
Co. 

“We start for some place and meet 
ourselves coming back, which reminds 
me of a quip learned in my early 
days that may describe how some of 
us feel at times: 

““T am going out .. . if I come in 
while I am out .. . keep me here un- 
til I get back.’ 

“It was not many years ago that 
the merchant was interested in mer- 
chandise of quality with a good 
‘mark-up.’ He was looking for a 
long profit which enabled him to meet 
expenses and -have something left 





over, instead of for volume of sales 
and a narrow margin of profit. 

“Those in charge of sales were in- 
structed to interest the customer in 
merchandise of quality and profit. I 
am of the opinion that the rule still 
holds good—that the merchant who 
follows this practice, is able to pay 
his, bills and will outlive the depres- 
sion, unlike the one who spends his 
time, energy, and money in advertis- 
ing short profit merchandise. 

“T believe the consumer is inter- 
ested . . . and can be interested to 
the point of buying quality merchan- 
dise. Our time, energy and money 
should be expended to bring about 
this accomplishment. 

“A Little Confidence Plus Some 
Courage Will be Needed to Forsake 
Volume for Profits.” 


¢¢ ¢@ 


4d 
om pearls 


have stepped out of the class of ‘in- 
fant’ industry and are coming into 
their own,” says James Leys, Leys, 
Christie & Co., importers and dealers 
in the kind of pearls that nature 
makes after a little encouragement 
from man. Although cultured pearls 
have been on the market for 25 years, 
according to Mr. Leys it is during the 





last 12 or 18 months that the demand 
for this product has become unusually 
effective, to the extent, he says, of 
increasing the volume of cultured 
pearls bought in this country by at 
least 100 per cent. 

“There was a time when people 
shied away from the idea of ‘cul- 
tured’ pearls. They thought it meant 
‘imitation.’ But today, more and 
more persons are realizing that the 
cultured product cf good quality has 
virtually all the characteristics of the 
natural pearl. Wealthy women are 
taking advantage of this fact by 
matching their oriental pearls with a 
cultured string, instead of the usual 
imitation. And you can buy a string 
of cultured pearls for what the in- 
surance on genuine pearls for one 
year will cost. 

“Tf the jeweler will stick to the 
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best quality ot cultured pearls, gems 
which have been in the oyster from 
four to eight years, and let the de. 
partment stores handle the strings 
that sell for $14, pearls which haye 
only a ‘lick and a promise’ of nacre, 
he will find a growing appreciation 
of them on the part of the public,” 


4 ¢ 4 


For about two 
years the Columbus, Ohio, Retail 
Merchants’ Association has had a co- 
operative plan which is said to have 
successfully reduced the unjustified 





return of goods by customers. When 
a customer establishes a record of ex- 
cessive or unfair returns at a store, 
the information is turned over to the 
credit bureau of the Association and 
is entered on the credit card. This 
information is made available to other 
stores when they request credit data. 

When two or more stores report 
that the same customer has made an 
excessive number of returns, the 
bureau sends her a form letter re- 
questing her cooperation in correcting 
this situation. In like manner, when 
two or more stores report that a cus- 
tomer has been requesting unfair ad- 
justments, a form letter is sent to her. 
It is said that these letters usually 
result in the customers’ coming to the 
bureau to discuss the matter. After 
a heart-to-heart talk with the secre- 
tary or his assistant no customer has 
ever repeated the practice to which 
the stores had objected. 


4 ¢ 4 


uestions on the 
codes in the jewelry trade continue to 
come up for some time and on this 
point a prominent member of the in- 
dustry, asked to speak on codes before 
one of the conventions, said: 

“The codes in the jewelry trade 
have not been settled, but the first 
code of the Retail Jewelry Trade, of 
the Precious Jewelry Producing In- 
dustry, for the Medium and Low 
Priced Jewelry, the Silverware Man- 
ufacturing Industry, the Watchcase 
Manufacturing Industry have already 
been published. May I suggest that 
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retailers not only read their own code 
of Fair Competition very carefully 
but in addition, make themselves 
familiar with the processes for Fair 
Competition of those manufacturers 
who sell them and particularly the 
sections relating to standards, trade 
practice, etc. For the codes are by 
no means identical, often take up en- 
tirely different subjects and in some 
cases their definitions vary from a 
slight to a pronounced degree. How- 
ever, the manufacturer must adhere to 
his code and you must not ask him to 





violate it even if your own code per- 
mits what you ask. The manufac- 
turer of precious jewelry, for instance, 
may not use the quality mark on a 
precious metal unless there also be 
branded on the article, a trademark 
duly applied for or registered under 
the laws of the United States. He 
may not use the word “solid gold” on 
jewelry or less than 24K fineness. He 
may not use the word “gold” on an 
article less than 10K fine. He may 
not loan or consign any merchandise 
to a retailer for the purpose of plac- 
ing the same in any retailer’s stock 
or deliver on memorandum jewelry 
for more than 15 days for which there 
has not been a specific call. Don’t 
fight with the salesman who refuses 
to do this or any of the other things 
which are forbidden by his code. If 
you are wise you will hesitate to deal 
with the house that agrees to violate 
the code it is supposed to follow.” 


q+ ¢ 4 


P aul Monohon, 


sales manager for the Watson Co., 
Attleboro, Mass., a speaker before the 
Oklahoma Retail Jewelers’ conven- 
tion at Oklahoma City, said, in part: 

“The jeweler is a high type of pro- 
fessional man. He ranks in public 
confidence with the physician. After 
aH, the jewelry business is a personal 
business and must have the personal 
touch. A jeweler who desires to sit 
behind a mahogany desk and push 
buttons should get out of the jewelry 
business, for in most large stores of 
that sort the personal touch so essen- 
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tial to the success of the business is 
lost. 

“When a man can progress from 
watchmaker’s bench to store owner in 
from one to two generations, it is very 
evident to me that the jewelry busi- 
ness is fundamentally sound and eco- 
nomically right.” 

Mr. Monohon also counseled 
jewelers to watch the matter of over- 
head very carefully, so that the store 
at least pays its expenses during slack 
seasons, thereby permitting the ample, 
deserved profit of the busy seasons to 
remain liquid, rather than being 
obliged to speedily dissipate it in car- 
ing for obligations incurred during 
the preceding lean months and leav- 
ing no reserve. 


¢ ¢ ¢ 


Many jewelers will 


agree with the expression of Wayne 
Otis, president of a Lansing, Mich. 
credit club, in criticizing the banks 
on their attitude toward credit, in an 
article in which he says: 

“During the first 30 years or so of 
this 20th century, most of the credit 
was extended in this country with a 
primary consideration for the three 
famous ‘Cs,’ character, capacity and 
capital. Recently, however, it seems 








TIME AND THE MACHINE 














—We can damn the machine, but at the same 
time we must give the machine its just due. 

—The Machine has made possible mass pro- 
duction, which in turn has promoted mass 
consumption. 

—Many luxuries which only the rich could 
afford a very few years ago, are now avail- 
able to nearly all of us. 

—A watch—a single example typical of all 
grades will suffice to show what the ma- 
chine can accomplish. 

—A sixteen size, three-quarter plate move- 
ment in 1871 was sold to the trade for 
$87.50. 

—In 1902, the same size and grade of watch 
movement, but containing many new fea- 


tures and improvements, was sold for: 


$11.64. 

—So, whereas the machine and modern manu- 
facturing efficiency have brought to us 
some serious and perplexing problems, at 
the same time we must admit that we have 
benefited in many ways. 


Suc 6 Toe 


President. 











especially during the last several 
months that our bankers have added 
a 4th ‘C,’ namely collateral.” * * * * * 

“We all have the greatest respect 
for those bankers who are today 
watching out for the welfare of their 
depositors and realize that it is ab- 
solutely necessary in many instances 
to demand collateral of a highly liquid 
nature. However, if our banks in 
determining whether an individual is 
entitled to a loan give more weight to 
what the borrower has in the way of 
property which he could pledge as 


HARACTER 
APACIT Y 
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security to his loan than they do to 
what the man really is himself, then 
they are striking a blow at one of the 
very things which has made America 
what it is today, and that thing is in- 
dividual initiative and self-confi- 
dence.” 


+ ¢ 4 


Catling attention 
to the fact that there might be con- 
fusion in regard to the names used 
by certain oils on the market, H. I. 
Wordell, treasurer of William F. 
Nye, Inc., writes that the use of 
“N Y” in connection with watch oils. 
does not mean that it is in any way 
connected with NYE. In speaking 
of some circulars sent out calling for 
“N Y” watch oils he says: 

“We appreciate that they don’t use 
the word NYE, although it is very 
plainly evident that they may be try- 
ing to trade upon our good name in 
the horological industry obtained by 
years of constant effort in producing 
a quality article. We of course don’t 
lose sight of the fact that our good- 
will has been partly built up through 
the medium of the trade papers. We 
have no desire or interest whatsoever 
in seeing any other company’s oil 
removed from the market, for there 
is room not only for our quality oil 
but also for a cheap oil to be used 
by those who are interested in price 
only. 

“We trust, however, that in the 
near future you will be able in your 
reading matter to properly state that 
our watch oil is on the market only 
put up by us under the name, ‘W. F. 
Nye, Inc.’ ” 





Seinen ee 
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HARRY C. McCORMACK 
Vice-president of T. C. Tanke, Inc., Buffalo, N. Y. 


It takes careful planning, wide contacts and a broad 
knowledge of the jewelry trade, particularly of 
precious stones, to arrange an exhibit of gems such 
as was displayed at the Tanke store last May. But 
to make an exhibit a success, in sales and prestige, 
something else is needed; to get an exhibition 
talked about requires publicity, and lots of it. This 
article describes Mr. McCormack’s technique as a 
jewelry-publicist. 
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TELLING 


By 
Henry Holland 


I: would be 


dificult to find a subject which holds more fascination 
for the general public than that of gems. Fiction writers 
have traditionally employed the lure of jewels to give their 
tales a setting of mystery and excitement. The popularity 
of de Maupassant’s classic, “The Diamond Necklace,” 
will never die, while today, Sunday supplement editors 
with their keen sense of public interest continue to serve 
up the romance and adventure connected with precious 
stones. It has remained for a jeweler of Buffalo, N. Y., 
to realize fully the immense possibilities inherent in jewels 
as a vehicle for store publicity. 

In May of this year Buffalo was the scene of a “million- 
dollar” exhibit of diamonds and other jewels, a promotion 
of the T. C. Tanke, Inc., store and engineered by Harry 
C. McCormack, vice-president. The exhibition won well 
over 500 lines of news in Buffalo newspapers and marks 
a new high over Mr. McCormack’s past achievements 
in publicity. Actual sales, as a result of the display, were 
much increased, he says, and the prestige which the store 
gained was clearly demonstrated by the comments of the 
visitors and customers. 

The secret of successful publicity work is in giving the 
newspapers real news. Of course, almost any fairly 
regular advertiser can demand and generally get 30 or 
40 lines in June and at Christmas time, in stories which 
tell about the full stock of jewelry and watches that he 
carries, but publicity of this character is hardly worthy of 
the name. It is more properly denominated “puff” and 
is of little lasting value to the merchant. To catch the 
interest of the public, a story must have more than an 
obvious build-up of the jeweler ; experience has shown that 
the best and most acceptable publicity is that which tells 
a story of real news value and unobtrusively inserts the 
merchant’s name without an ostentatious attempt to claim 
attention. “I make a point of having something of timely 
interest to give the editors,” says Mr. McCormack. “All 
facts are verified and they know that when I give them 
a story they can rely upon it as true.” 

During the past five years this Buffalo jeweler has 
appeared before 45 audiences to deliver lectures on the 
romance of diamonds and similar subjects. Masons, 
Rotarians, Kiwanis, even bankers’ associations have en- 
joyed listening to his remarks. By now, as you may judge, 
he is a pretty good speaker, and somewhat in demand. 
What is more important than this impressive number of 
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THE WORLD 


Publicity is one of the prime movers in modern 

business success. The clatter and din of competi- 

tive merchandising effort to reach the consumer’s 

eye and ear first has made necessary a new and 

subtler technique, and the persuasive voice of 
publicity steps to the front. 














addresses is the fact that almost a quarter of them were 
broadcast over a Buffalo radio station. It is fair to say 
that hundreds of thousands of people have listened to his 
voice telling about the beauty, lore and enduring value of 
diamonds. It should be added that these opportunities 
to go on the air came as unsolicited invitations. 

To arrive at a position in a community such as is en- 
joyed by this jeweler is not the work of one year, or even 
two or three. It is the result of unremitting work for a 
decade or more. He follows a definite plan. Each year 
there is one big campaign. THE JEWELERS’ CIRCULAR 
for January, 1931, described in detail his broadcast on 
diamonds and the accompanying page of rotogravure il- 
lustrations of famous stones which was featured by the 
Courier-Express of Buffalo. 


Ewing the year he 


releases from time to time statements regarding the con- 
dition of the diamond market, odd bits of news and items 
regarding jewelry that are of interest to the public. The 
source of much of his material, says Mr. McCormack, is 
THE JEWELERS’ CircuLAR. “I read every issue from 
cover to cover. Hardly a month goes by when I do not 
find something that I can pass along to the newspapers,” 
he added. 

The 1934 campaign had for its theme the diamond 
jewelry exhibit held in the Tanke store. For this “show,” 
for show it was, Mr. McCormack gathered an array of 


jewels which, besides their intrinsic worth, were his-. 


torically of note. Gems which had belonged to Genghis 
Khan, jewels of the Russian Royal family, others col- 
lected by “Lucky” Baldwin, and part of the Huntingdon 
estate, added famous names to the glamour of precious 
stones and made the exhibit doubly interesting to the 
public. 

On May 11, of this year, invitations in the form of 
letters signed by Mr. McCormack went to Tanke’s mail- 
ing list. The note touched on the particularly interesting 
pieces to be shown and closed with the statement that 
“This invitation is being extended to a selected number 
of those who, we know, would appreciate the rarity and 
beauty of such gems.” 

The jewels were on display in the uptown Tanke store 

(Turn to page 34) 
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Dear Mr, Jones: 
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invitation to view an exceptional ertfet 


and magnificent gems. Valued 





k 
diamonds » Perfectly Batched seiee 2 
e 


in all 65 carats 

- Th 
poy bo casaeeenz, shaped prenad wei 
orfiiten ® awless and extremely” 





and tant 


Ludin, 

































‘ue. 
- 











a _ 





peng 
se invitation 18 PME nose 


a selected recite the 
zg such gems. 


yours, 





extended - wo 

nt Py and pesury 7 
. very truly ' 
tT. 6. TANEL, 1x0. 












os 





vice-Preeident® 





HOM:B 


A few of the news stories about and the invitation to the Tanke 
exhibition of rare gems. Insert shows the pendant and part of the 
chain of the Boll necklace two-fifths actual size. 
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Watchmakers Organize 


HE watchmakers of the country 

have organized generally into a 
national organization, into state as- 
sociations, and into local and district 
organizations in various sections of 
the country. The organizations con- 
sist not only of watchmakers but 
watchmaking job firms and small re- 
tail jewelers to whom watchmaking, 
repairing and other service depart- 
ments create their principal income. 
At present all the members are in- 
cluded and are to be governed by 
the retail jewelry code that has been 
sponsored by the American National 
Retail Jewelers’ Association. But 
the watchmakers seek amendments to 
this code, the most important being 
one that provides a minimum weekly 
wage for watchmakers of $40 for a 
40-hour scale. A survey of the coun- 
try so far made indicates that the 
majority of retail jewelers are against 
such a proposition on about the basis 
of three to two. 

Many of the watchmakers’ associa- 
tions have refused to join with or 
amalgamate with the A.N.R.J.A. 
branches on the ground that the code 
of the jewelry trade, sponsored by 
the present national association, pays 
more attention to principles relating 
to the sale of goods than it does to 
the service of the jewelers to the 
community. They feel they can do 
more for the working jeweler, re- 
tailer and repairer by fighting for 
relief through their own associations. 

Would it not be better for all if 
the watchmaker-jeweler combined 
with the merchant-jeweler in fighting 
the abuses from which all suffer, and 
by their numbers and opinions obtain 
such amendments to the retail jewel- 
ers’ code as are necessary to cover 
all their difficulties? The American 
National Retail Jewelers’ Association 
is an old, well-established and thor- 
oughly recognized organization and 
the code it has sponsored will be the 
code of the industry as a whole. It 
would be better for all if the two ele- 
ments can compromise on their dif- 
ferences (particularly for the pro- 
posed $40 per week for 40 hours for 
watchmakers) and speak to Wash- 


ington and to the public in one voice. 
It is no time for our retail industry 
to be divided into two organized 
groups. 


q+ ¢ 4 


Sale of Gifts, Luxuries 


and Jewelry Increasing 
EWELERS realize that business 


cannot come back to our industry 
until improvement is previously seen 
among the other industries in the so- 








A SQUARE DEAL 


_ code of the publishers does not 
dictate how any publisher shall run 
his business up to the point where 
discrimination among advertisers of 
a particular class is involved. The 
code does stipulate that all customers 
receive a square deal and know what 
they and the other people are paying. 

For publishers who have operated 
on decent standards for years, no 
special hardships are involved for 
code compliance. For publishers 
whose practices in the past have 
been discriminatory asebetween vari- 
ous advertisers and whose allegations 
as to circulation may not have been 
based on fact, the code does force a 
modification of policies. These should 
aid the advertiser in properly deter- 
mining wherein he gets the most for 
his money. 

The advertiser should realize that 
it pays to support the publisher who 
adheres to his code and gives a square 
deal to all who use his medium. 





called “gift” lines which have suf- 
fered severely since the beginning of 
the depression. Indications now are 
that nearly all of these are progress- 
ing to some extent. Among these 
which were the last to suffer was the 
candy trade which, according to the 
reports made at the 51st annual con- 
vention of the New York Confec- 
tioners’ Association attended by 3000 
delegates in New York, there has 
been an unmistakable evidence of 
strong recovery trends throughout the 
country. In the first four months, 
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candy sales rose 28.2 per cent over 


those of a year ago. Even more 
striking was the high money value 
of the products sold inasmuch as 
candy prices on the whole were lower 
this year than last. 

On the other end of the gift trades 
have been the reports of the increase 
in sales as well as increase in prices 
of rare pieces of pottery, porcelain, 
furniture and antiques. Reports of 
auction sales in these lines show that 
the buyers have expended more money 
for these than for some time past. 

So far this year there has been a 
distinct improvement in the sales of 
finer jewels on the part of some of 
our manufacturers as is shown in the 
letter of one of the leaders of this 
trade in another column of this is- 
sue. As far as the sales of jewelry 
by manufacturers, importers and pro- 
ducers during April, the figures just 
submitted by the Treasury Depart- 
ment indicate that their sales were 
over 50 per cent more than the sales 
of April, 1933, tax collections in 
May being given as $345,653.45 as 
against $232,642.41 in the same 
month of a year ago. In other words, 
the April sales paying taxes amounted 
to $3,456,534 as against $2,326,424 


in the same month last year. 


4 ¢ 4 


Display New Code Eagle 


HAve you received your new code 
eagle bearing your registered 
number under your local authority? 
If not, get it at once and let the pub- 
lic know that you are doing business 
along lines authorized by your code. 

These new code eagles have al- 
ready been displayed by many of the 
firms in our industry. Retailers of 
the country who have not received 
them can get them from the local 
committees of their district or if they 
have no local committee, can secure 
them directly from the National 
Council’s office at 522 Fifth Ave. 
New York. Manufacturers, importers, 
assemblers and producers, if under 
the Precious Jewelry Producing In- 
dustry Code, can get it directly from 
their National Authority at 608 Fifth 
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Ave., New York, or, if under the 
code of the Medium and Low Priced 
Jewelry Manufacturers, from the Na- 
tional Authority at Providence, R. I. 
Your code is drawn to protect 
yourself and the public from unfair 
practices and unfair competition. Let 
the world know that you are acting 
under these principles and be proud 
of displaying your individual code, 
marked with your own registered 
number, in every way possible. 


¢ ¢ ¢ 


Auctions Covered by 
Retail Jewelers Code 


ETAIL jewelers generally will be 

pleased to read of the decision 
of the Appellate Division of the New 
York Supreme Court in Brooklyn, 
June 21, told of in detail in another 
column, which apparently puts real 
teeth in the industry’s code covering 
the regulation of auctions; for, if 
sustained, this will give the retailers 
an opportunity to get a preliminary 
injunction against auctions which 
violate the code of the retail jewelry 
trade and get relief from improper 
competition. 

As explained in the story published 
in the May issue of THE JEWELERS’ 
Circutar, the litigation in this case 
was started by a Brooklyn jeweler 
who applied to the Supreme Court 
for a preliminary injunction to re- 
strain an auction firm which had not 
applied to the local retail jewelry 
trade committee for permission to sell 
jewelry, nor filed an inventory with 
such a committee. The defendants 
claimed that they were not in the 
retail jewelry business but sold vari- 
ous articles of which jewelry was but 
a part; that the jewelry code pro- 
visions did not cover them and that 
the provisions in any case were un- 
constitutional. ‘The Supreme Court 
held that the code was not a viola- 
tion of the constitution, but refused 
to issue a preliminary injunction on 
the ground that such action should 
be taken only when the facts had 
been presented at the regular trial. 

An appeal from the judge’s re- 

(Turn to page 71) 
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Are You Asleep or Awake? 


Wie the hot summer months show a falling off in re- 
tail business are you going to make an extra effort 
to increase your sales or are YOU going to sleep and let 
the department stores and other competitors walk away 
with the extra profits that result from alert merchandising? 
Spend less time waiting for customers to come into 
your store and more time in bringing them in. Your tele- 
phone is within a five cent reach of much of your trading 
area. A few three-cent stamps will send your story to a 
selected list of prospective customers. Your local news- 
paper will keep your name before everybody in your city. 
There is business all around you. Sell "pride of posses- 
sion" in the artistic creations of the jewelers’ craft. Put it 
into your window displays and advertisements, into accu- 
rate timepieces and lovely silverware, into fine jewelry and 
artistic giftwares. Get after trophy and presentation sales. 
Remember the slogan now being spread by the N.B.C. 
—"This summer more than ever, keep advertising going 
and keep business coming." More effort means more sales. 
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Intelligent 


As Told to 
JEROME W. POWER 
by 


WILLIAM GIBSON 
Vice-President of 
Cole & Young Co., 

Chicago 


William Gibson 





Photo by Fein 
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Sales Promotion 


| ntelligent promotion 
is an excellent thing for the retail jeweler during the 
summer months, and in autumn, winter and spring as well. 
We manage to have our store well filled with buying 
customers all the time, and this conditions has held over 
a period of many years—in the warm months of the sum- 
mer the same as during the holiday period. 

How do we do this? How do we turn a business, 
which many imagine to be seasonal, into an all the year 
around affair? We do it by intelligent promotion. We are 
so busy with promotion around here that the work js 
one continuous effort, without a break from the start of 
the year to the finish. We have been in business for 60 
vears and have been successful. 

We started out here in South Chicago in 1874, 20 
years before the World’s Columbian Exposition, Chicago’s 
first world’s fair. We have sold jewelry to fathers and 
mothers, sons and daughters, and now even to the grand- 
children, who have become young men and women, and 
are showing interest in such things as engagement rings. 
Our reputation is good, and one of our proudest posses- 
sions. We have always treated the people right, and they 
have stuck with us, in times of prosperity and depression. 

We did not go into the instalment business until 1924. 
I came with the company in 1901, and with 23 years of 
experience behind me, I recall that I was exceedingly 
cautious, almost reluctant, to give my consent at the 
time. Ten years of familiarity with instalment purchases 
under our own roof have relieved my fears. Properly 
conducted, the instalment business for a conservative 
retail jewelry house, as we have always been, is profitable 
and safe. Later in this article I shall go into detail to 
show how this is true. 

We are an industrial region, with steel the chief 
article of production. Fifty thousand or more men are 
employed by the Illinois Steel Co., Wisconsin Steel Co., 
Youngstown Sheet & Tube Co., and many others operat- 
ing great mills in this district. From these men, and 
their families, we draw our customers. Steel is not sea- 
sonal, but is produced all the year around. This means a 
steady payroll, both summer and winter, amounting in 
the aggregate to many millions per annum. 

Since I am convinced, along with most other jewelers, 
that the desire for jewelry, on the part of potential cus- 
tomers, is always more or less present, sales depend, to 
my notion, on whether the customer has the available 
cash or dependable income. With the payroll holding up 
through the warm months as well as the winter, there 
is just as much reason for us to push sales in summer as in 
winter. On that account, therefore, you will find us 
busy at promotion in August the same as in December. 

Now, getting back to promotion, what do we do? 
In the first place, we are strong newspaper advertisers 
and always have been. When we started out, most of 
our advertising budget went to newspapers. Now, about 
35 per cent goes to newspapers and 65 per cent to direct 
mail. This is not due to any lack of satisfaction with 
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Pays Summertime Dividends 








“We study our customers and po- 
tential customers with care and have 
learned some interesting things which 
we turn to good account in various 
ways,” says Mr. Gibson. ‘Foreign 
born people—the men as well as the 
women—view jewelry as no Amer- 
ican-born person does. In the Old 
Country a peasant regards a good 
watch, for example, as the sign of a 











gentleman.” 
Photo by Calumet Studio 
A view of a part of the interior of the store of the Cole & Young Co. 
newspaper advertising, but because our direct mail list Newspaper and direct mail advertising used 


has developed to such a point that it requires the bulk of to promote summer business. 


our attention, and so, the greater part of our advertising 
appropriation. See 

We are fortunate to have, in South Chicago, the Appreciate “ 
nation’s only daily community newspaper—the Daily onsSei 
Calumet. The publication is closely read throughout the ver 
Calumet Region, and we regard it as an excellent adver- 
tising medium. We also have the Polonia, a Polish 
language newspaper, which the people of Polish origin in 
our community read quite generally. Of course, we do 
a lot of advertising in church, school, lodge and fraternal 
publications, to the extent that we can afford. 

Our newspaper advertising is conservative. We do not 
bear down on the fact that goods may be purchased on 
the instalment plan. Some of our ads do not even men- 
tion this particular, and others pass it over lightly with 
such a line as,‘“Terms may be arranged” in small type. 
We use the mats furnished by THE JEWELERS’ CIRCULAR 
on standard goods which are advertised in a national way, 
and find the help thus rendered by this enterprising and 
valued trade publication very efficient indeed. 

In South Chicago we have a large foreign-born popula- 
tion, many of whom—the older people in particular— 
speak Polish, Lithuanian, German, French, Swedish, Serb- 














ian and other tongues much better than English. We 
never had the notion, which many Americans seem to 
have, that because a person cannot speak English, he is 
forthwith a “dumb-bell.” Instead, we have arranged so 
that one or the other of our force, in this store, can speak 
any language which a customer may spring. You see 
the sales advantage of such a thing, of course. The 
customer is delighted to hear his native tongue in this 
far-away land, the same as you would be delighted to 

















(Turn to page 64) 
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“THE GEM OF THE OCEAN” 


Mikimoto's Gift 
To Every Woman 


Of exquisite and flattering beauty... . 
yet every luxury-loving woman, however 
moderate her means, can possess them! 


Mikimoto has made this miracle possible, 
His pearl colony of 41,000 sea acres, 
located in Japanese waters, supplies the 
world with the finest pearls cultivated. 
Mikimoto mastery and care produce 
cultivated pearls that give their wearers 
as much pleasure and pride of ownership 
as any natural or accidental pearls. 


Perfect symmetry and superb lustre dis- 
tinguish Mikimoto Cultivated Pearls, whose 
high quality is the result of expert care 
and strict standards of selection. 





There is a great market for beautiful 
Mikimoto Cultivated Pearls. Sell them and 
share the profits they are bringing to 
thousands of dealers. 


If you cannot personally visit our New 


York, Chicago, or Los Angeles office we 





invite your inquiry by mail. 


By Warrant of Appointment 
to Their Majesties 
of Japan 


K. Mikimoto... 









New York Office: 551 Fifth Avenue 

Los Angeles Office: 649 South Olive St. 

Chicago Office: 55 E. Washington St. 
yp | HEAD OFFICE: GINZA, TOKYO 


BRANCHES: KOBE, LONDON, PARIS, BOMBAY 


——$———— OO 
A er Ne el a te tet 
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Creative Ability a 


Feature of Student Work 


The class in jewelry 
design and manufacture at the Central School of Business 
and Arts held its annual exhibit of the season’s work re- 
cently. It was shown in the class work room, 214 East 
Forty-second Street, New York. The display included 
some 300 pieces of jewelry and art metal work designed 
and executed by 55 students. 

Formed in 1930, at the instigation of the Jewelry 
Crafts Association, the class has for its purpose the 
developing of originality in design and versatility of 
workmanship in jewelry workers. With this objective 
in view, the curriculum was planned to include designing, 
engraving, setting, repoussé work, chasing, polishing, 
plating and enamelling, in fact, every phase of jewelry 
and art metal manufacture. The students are allowed 
complete creative freedom in their work, with the single 
limitation that every piece which is begun must be 
carried through to its final completion. As a means of 
setting high standards of achievement from an artistic 
point of view, the students are requested to attend general 
art exhibitions and are urged to study the work of great 
artists and craftsmen of the past and present. 

The class has three sessions daily during the regular 
season: 8 a. m. to 12 m.; 1 to 5 p. m., and from 7.30 to 
9.30 p. m. Summer courses, which started June 30, will 
be limited to day sessions. There are no formal terms, 
however, and students may begin work at any time during 
the year. The classes are held under the auspices of the 
New York Industrial Art School and applicants are 
entered upon recommendation of the Jewelry Crafts 
Association or upon examination of the instructor in 
charge. The course is free to qualifying students. 

Students who have completed the various types of 
training offered by the class are often placed by the 
employment service of the Jewelry Crafts Association 
with manufacturers in the trade. It has been the com- 
ment of the employers of these students that their work 
has been a definite contribution to the shop, from both a 
creative and practical point of view. The Crafts Asso- 
ciation also maintains an employment bureau for all types 
of clerical, stenographic and general office help, listing 
people experienced in the jewelry field. 

The work illustrated on this page shows the quality 
of design and technical achievement attained by some of 
the students. Most of the jewelry work is done in silver, 
combinations of this metal with copper sometimes being 
employed. These pieces were among the many shown in 
the exhibition. 

Albert A. Verber, for a number of years employed in 
the trade, is instructor of the class. Mr. Verber is assisted 
by George Martinek, Murray Bovin and Otto Meissner, 
all experienced jewelers. 
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Earrings by Esther Lewettis, animal clips and pin by Estelle 
Livingston. 





Amethyst bracelet by Thomas Lynch, radial pendant drop by 
Wilfred Mauch. 





Brooch and clip brooch, and steel and silver paper knife 
studded with sapphires by Hyman Friedland. 











Established 1866 


L&M Kohn. 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


P Antwerp—48 Rue Simons 
Cutting Works: Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduct 


all 


NEW INEXPENSIVE COURSES OF INSTRUCTION BY MAIL 


No. 012. GEMOLOGY; Diamonds and other Gems; Precious Metals and Jewelry. 
No. 013. The Selling and Merchandising of Quality or ‘‘luxury’’ merchandise, especially that included in Course No. 012. 
No. 014. Display and Publicity for the jeweler, including actual material for semi-monthly displays fur one year. 

















All three courses or equivalent experience prepare jeweler as 





AMERICAN GEM SOCIETY 


Can be taken separately! Write for full details. 


AMERICAN GEM SOCIETY, 555 So. Alexandria Street, Los Angeles, Calif. 


GRADUATE MEMBER | | 
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Three New Window Display Ideas 


Below—A gift display arranged 
as a suggestion to retail dealers 
set up in the sales rooms of the 
new home of the Chase Brass & 
Copper Co., 10 E. 40th St., New 
York. The novel groupings of 
specialties in copper and chro- 
mium on display there offer 
many effective merchandising 
suggestions to the jeweler for 
the promotion of these wares. 














Above—Silver for the boudoir is displayed 

in its appropriate setting in this window 

by Mrs. Polly Pettit, of Black, Starr & 

Frost-Gorham, Inc. The copy on the 
all window card tells the Chinese legend 

te ors pictured in nacre on the backs of the 
a oe toilet articles. 























Right—Moonlight on aVenice canal 
gives glamour to an arrangement of 
diamond bracelets and clips. The 
broadening avenue of diamonds 
appears as a continuation of the 
. tippled light of the moon on the 
water. Tufted velvet and chiffon 
provide an elevation for the cloth- 
covered disk on which the jewelry 
is displayed. 
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“ROSE POINT” 


By WALLACE SILVERSMITHS 




















The Sterling Pattern of a lifetime. It 
has beauty, it has sentimental appeal, 
it has quality appeal, it has moderate 
price appeal. 


You will want to feature‘“‘Rose Point” 


in your wedding-time advertising and 


merchandising. 


“Rose Point’ in Sterling will be an- 
other sterling silver flatware sensa- 
tion. 

















Do you buy, sell or use gems 


and gem materials? 
Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Henry Kravs, Professor of Crystallography and 
Mineralogy and Director of the Mineralogical Laboratory, 
University of Michigan, and Epwarp F. HOoLpEN, Late 
Instructor of Mineralogy, University of Michigan. 
260 pages, 6 x 9, 325 illustrations, $3.00. 
















The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems such 
as crystal forms, physical, optical and chemical properties, 
formation, occurrence, cutting, polishing and- naming of gems. 


The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 


1. Valuable statistics on production and occurrence. 

2. Full discussion of cutting and polishing of gems. 

3. Full treatment of manufactured stones, including detailed discus- 
ang of artificial rubies and sapphires, glass imitations, bake- 
ite, etc. 

4. Numerous tables of gems arranged according to various prop- 
erties. 


5. Summary Table for ready reference. 
















Order your copy today from 






Jewelers Publishing Corporation 
239 W. 39th St., New York City 
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Improved Trade Conditions Reported at Conference of 
National Association of Goldsmiths 


Lonpon, June 19—Closer cooperation between the 
manufacturer and retailer of quality jewelry and a more 
comprehensive volume of propaganda throughout the 
whole jewelry industry were urged at the annual con. 
ference of the National Association of Goldsmiths held 
on the South Coast at Brighton this week. Ways and 
means to increase the demand in the United Kingdom for 
good quality jewelry were discussed and it was eventually 
urged that a definite scheme of closer cooperation allied 
to a more extensive campaign of propaganda would bring 
the desired results. 

Delegates said that sales of quality jewelry apart from 
being adversely affected the past few years by the economic 
depression are suffering from the competition of. cheap 
jewelry imported from abroad. A great many people 
are allocating much of their incomes to the payment of 
instalments on houses, cars and furniture, and good 
jewelry has suffered neglect. 

As regards the jewelry business in general things, dele- 
gates reported, could be a lot worse. 

Norman Tiptaft, a jewelry manufacturer in Birming- 
ham, told the conference that between 30 and 40 per 
cent of the production of his firm is for the export trade. 
South Africa, he said, is definitely in the market again, 
and countries like Canada, Australia and India are in- 
creasing their purchases of jewelry. 

In Europe, too, more business is being done with Con- 
tinental countries. ‘Norway, Sweden and Holland are 
particularly good markets now. The outlook also is im- 
proving with regard to the Latin countries. This large 
volume of “overseas” trade is, it was stated, being helped 
by the tariffs. Birmingham, it was pointed out, is now 
in a better position than ever to produce efficiently and 
economically. At the moment the most serious difficulty 
is the shortage of skilled labor, particularly in the manu- 
facturing section of the industry. 






American Buyers Again Visiting European Markets 


Lonpon, June 14.—Reports that an improvement in 
the jewelry industry of the United States is taking place 
is borne out by the presence in Antwerp the past two 
weeks of quite a number of American buyers. A little 
more movement from the U. S. A. and quite a different 
complexion will be given the diamond trade this side. 

Optimism in the diamond industry is growing stronger, 
according to Backes and Strauss. Although prices in the 
polished trade still rule far below what they should in 
view of the rough quotations, the firm says, the market 
certainly is getting stiffer. Polishers and cutters in 
Amsterdam and Antwerp are not so ready to sacrifice 
their stocks now that the rough combination here in 
London has given them a lead in the recent shipment 
shown as to values. 

Although the past week or two only a comparatively 
small amount of stones were sold, prices ruled distinctly 
higher, and in view of the Diamond Corporation’s 
emphatic pronouncement that under no circumstances 
would rates be reduced, holders of polished goods feel 
pretty sure that prices must rise as soon as more demand 
springs up. 
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Assessments on Jewelry Manufacturers Provided 
for by the Codes of the Medium and Low 
Priced and the Precious Jewelry 
Producing Industries 


WasHincTon, D. C., June 18.—The National Re- 
covery Administration announced some time ago the fact 
that it had received from the Medium and Low Priced 
Jewelry Manufacturing Industry schedules to modify the 
code of Fair Competition, by arranging to submit an 
itemized budget of its estimated expenses to put the code 
in effect and arrange means by which each member of 
the industry would pay his equitable contribution to the 
expenses of the maintenance of the Code Authority. The 
budget covered by the schedules offered by the Medium 
and Low Priced Jewelry Code Authority was estimated at 
$30,000, and the schedule of contributions was based on 
the number of employees of the different members of 
firms included in the industry. The contributions run 
from $10 per year for those having five employees or 
less up to $250 per year for those manufacturers having 
250 employees or more, the schedule applying $20 for 
those up to 10 employees, $30 for those having up to 20, 
$45 for those up to 30, $60 for those up to 50, $75 for 
those having 75 and thereafter $1.00 per year per em- 
ployee, for those having 100, 125, 150, 200 and 250 men. 

The wholesale dealers’ contributions to this industry 
start at $20 for those of five employees, $40 for 10; $60 
for $25; $100 for 50; $150 for 75; $200 for 100 and 
$250 for those having over 100 employees. 

The manufacturer, wholesale dealer and importer 
employees are to include members of firms and members 
of corporations who are active in the business, salesmen 
and representatives. 

Members of the trade were given up until June 11 to 
file any objections or criticisms of the approved code or 
the schedule of the amounts to be collected from members 
of the industry. 


The Precious Jewelry Producing Industry made a 
similar application for the change in the code on the 
budget which will total $32,000 from January 1 to 
December 31 of this year. The suggested basis of contri- 
bution taken up by this committee is based not on number 
of employees but in accord with the estimated capital of 
each firm as given in the confidential reference book of 
the Jewelers Board of Trade, published March last. The 
assessments start from $5 a year for all without estimated 
capital ; $10 for those of $4,000 and below; $15 for those 


between $4,000 and $15,000; $25 for those rated between 


$15,000 and $50,000, $40 for those rated between $50,- 
000 and $150,000 and $100 a year of those of $150,000 
or over. 

Notice of any criticisms or objections to the proposed 
amendments and schedule were to be delivered to Deputy 
Administrator Earle W. Dahlberg, Department of Com- 
merce Building, prior to June 14. 

According to information given out by the N.R.A., no 
complaints or objections were received to the codes and 
assessments of the Medium and Low Priced Jewelry 
Code Authority or that of the Precious Jewelry Produc- 
ing Industry up to today. While no official statement 
has come through on the subject, this means that the 
codes and assessments of both industries will become 
effective. 
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YOUR SUWOWNER SALES! 


Every month ... not every 











season, not spasmodically ... but every month in the 
year, the full force of Gorham advertising goes into 
3,942,000 homes ... in the pages of Vogue, Harper's Bazaar, 


House & Garden, Good Housekeeping and Cosmopolitan, 









Every month it adds to the cumulative impressions that 


Gorham Sterling makes on prospective customers. Display 
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well as December. Push for summer volume .. . for in- 






creased profits. We make it easier for you! 
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STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS’ SOLICITED. 
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Table Setting Contest a Sales Stimulus 


Tks Duval Jewelry Co., 


Jacksonville, Fla., recently held a table setting pageant 
and contest which attracted widespread interest in that 
locality. It was one of the most interesting as well as 
smartly educational contests that has been staged in that 
city in a long time. 

Eight prominent women’s clubs of the city entered the 
novel competition. A table was placed at the disposal of 
each club. Representatives of these clubs arranged the 
tables with silverware, glassware, china, dinen and flowers, 
and the completed tables were judged for their beauty 
and authoritative correctness. The following local 
women’s clubs entered into the competition: The Home 
Demonstration Club, Southside Woman’s Club, Spring- 
field Woman’s Club, Young Matrons’ Club, the Monday 
Club, Ladies’ Auxiliary of the Brotherhood of the Order 
of Railroad Conductors, Ladies’ Auxiliary of the Brother- 
hood of Railroad Trainmen, Ladies’ Auxiliary of the 
Brotherhood of Locomotive Engineers. The contest con- 
sisted of the setting of breakfast tables, luncheon tables, 
buffet or bridge tables and informal dinner tables. 

During the first three days of the contest, the best 
table each day was awarded a prize of $15 in accordance 
with the popular vote of the visitors at the store. Every 
visitor was invited to vote and was handed a ballot to 
express a choice of the various clubs’ tables. 

On the fourth day, an informal dinner table was set 
by the contending clubs and a committee of judges voted 
to award a grand prize of a 104 piece set of silverware 
to the winner. The winning table is illustrated herewith. 
The judges were Mrs. Neil Alford, recording secretary 
of the Duval County Federation of Women’s Clubs; 
Mary Turck Hanscomb, women’s page editor, Jackson- 
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This table won the grand prize which was awarded by Mr. Jenkins to Mrs. J. R. Hoag. 





ville Journal, and Miss Beatrice T. Olson, director home 
economics education, of the Duval County Board of 
Public Instruction. 

Mrs. Lawrence Mitchell, nationally known authority 
on social forms and table appointments and consultant of 
the International Silver Co., which cooperated with the 
Duval Jewelry Co. in conducting the contest, lectured 
each evening on correct table setting and she was available 
each day for consultation between 2 and 3 p.m. The 
lectures included social forms, table etiquette and correct 
table appointments. The lectures given by Mrs. Mitchell 
were held in the ball room of the Carling Hotel. Differ- 
ent subjects were taken up each day. 


Te contest was 
aimed to stimulate public interest in the art of enter- 
taining, and that it was a success in every way was at- 
tested by the large attendance and keen interest displayed. 

In commenting upon the contest, A. O. Jenkins, presi- 
dent of the Duval Jewelry Co., said, “I am frank to 
say that this contest was a huge success. It brought 
more people into our store than any one thing we have 
ever done, and these included people who had never 
visited us before and perhaps never would have but for 
this special occasion. We have been able to make cus- 
tomers out of many of these people and it has especially 
helped to improve our. sterling silver sales. Mrs. 
Mitchell’s lectures were instructive and interesting, and 
we would certainly recommend this table setting contest 
to any one who has an opportunity to put it on. In fact, 
(Turn to page 35) 








BETSY PATTERSON STIEFF ROSE 


F OR distinctive design, proper bal- 
ance and guaranteed, intrinsic worth, . . 
STIEFF Sterling Silver ranks high in the 
opinion of those who appreciate the finer 
things. The Stieff famous Rose and Betsy 
Patterson patterns exemplify perfectly the 
craftsmanship and beauty which build prestige 
and profit for Stieff Agents. 


There is still an opportunity to acquire a Stieff 
Franchise in a certain few localities. Stieff 
agencies are available to leading jewelers who 
cater to quality buyers with quality products, 
and are restricted to one in each city. 


Write today for full details on how you can represent 
Stieff in your city. 


THE STIEFF COMPANY 


Makers of Sterling Silver and Solid Gold 


Wyman Park Driveway at Druid Hill Park 
BALTIMORE, MARYLAND 
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The Silver Purchase Act of 1934 


The following points about the new legislation signed 
by President Roosevelt have been prepared by Handy & 
Harman, New York. 

“If you use silver in manufacturing but do not transfer 
(sell) silver bullion as defined, there is no requirement to 
pay a tax or to register. 

“Silver Bullion covers material which has been melted, 
smelted or refined, and which has a silver content of 
250 troy ounces, to the ton or more, excepting that 
manufactured articles in which the silver value is 80 
per cent or less of the total value is not classed as silver 
bullion. Scrap silver, including silver in sweepings or 
old silver, is bullion, if it contains 250 troy ounces of 
silver or more to the ton. 

“All sales of silver bullion as defined above, come under 
the requirements of the Act and are taxable. 

“Those not registered who sell silver bullion must make 
out Form No. 2 obtainable from the Collector of Internal 
Revenue in his district giving various points of informa- 
tion about the silver, including the cost and the selling 
price. The tax is 50 per cent of the difference between 
the two, less allowed expenses, such as insurance, trans- 
portation, storage and processing costs. The tax, if any, 
is to be paid in stamps on the memorandum Form No, 2 
and submitted to the Collector within 30 days for can- 
cellation. 

“Registration—Under an amendment to the Act, special 
conditions are set up for the Arts and Industries. Any- 
one using silver for legitimate manufacture or supplying 
silver for use in the arts and industries is eligible for 
registration with the Collector of Internal Revenue. 
There is an application form that you can get on request. 

“Under a registration, you must report the facts re- 
quired, mainly concerning cost and selling price of the 
silver, but are required to pay a tax only on the part of 
the profit representing the increase in the market value 
of the silver bullion. 

“Under registration, there are also ways provided for 


' the abatement of tax on market appreciation if you buy 


silver to offset sales. 

‘“‘When the cost of a taxable sales can be determined, 
it must be used. If it cannot be definitely established, we 
believe the Internal Revenue Department will accept the 
average cost during the time the silver bullion was ‘ac- 
cumulated. 

“The responsibility of paying the proper tax on a sale 
of silver bullion rests with the seller, although the buyer 
is also held responsible until the stamps covering the 
transaction are properly cancelled by the Collector of 
Internal Revenue. 

“Regulations No. 85 covering the tax are available at 
the office of the Collector of Internal Revenue in your 
district. 

“While as yet we have not been able to obtain an 
interpretation of all of the regulations, we shall be glad to 
help the trade by answering any questions that we can.” 


A New Compact and Key Holder 

The Segal Lock & Hardware Co., Inc., is placing on the mar- 
ket a compact skillfully designed to also hold a key. The com- 
pact will hold any cylinder key and the key can be used without 
removing it from the case. When the key is required, the knob 
is pushed along the groove and the key automatically slides 
out. Harte & Wyle, 1123 Broadway, New York, are the ex- 
clusive sales representatives for this item. 
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Smuggled Watch Law Killed 


Joint Resolution of Senate and House Providing That Forfeited Time- 
pieces Be Used by Government Bureaus, Sold Abroad or Destroyed 
Vetoed by President Roosevelt 


WASHINGTON, D. C., June 28.—This afternoon Presi- 
dent Roosevelt vetoed the watch smuggling resolution 
passed by the House and Senate before the adjournment 
of Congress. The resolution provided that all watches 
seized by the government either be destroyed or sent 
abroad to be sold. In vetoeing the resolution the Presi- 
dent said: “This bill is disapproved at the urgent solicita- 
tion of the Treasury Department. The whole subject of 
the disposal of smuggled merchandise is being studied and 
it is hoped that a better method than the one provided in 
this bill can be evolved.” 


The resolution, as finally amended by the Senate and 
passed at the last hours of the closing session, reads as 
follows: 


Resolved, etc., That where under existing law any 
forfeiture condemnation or abandonment of watches, 
watch movements, or parts thereof under the customs 
laws is declared by the collector of customs, or any 
forfeiture is decreed by any court, the Secretary of the 
Treasury is hereby authorized to place the same with 
the departments or bureaus of the Federal Government 
for experimental, scientific, or educational purposes, but 
not for sale or personal use; and in the event of such 
merchandise not being required or desired by the Fed- 
eral Government, it shall be destroyed, unless the Secre- 
tary of the Treasury shall find and determine that the 
sale thereof abroad would not bring the merchandise into 
competition with similar products manufactured in the 
United States, in which case it may be sold abroad: 
Provided, That if such merchandise contains any recov- 
erable precious metal or precious stones, such precious 
metal and/or precious stones shall be sold at public auc- 
tion, or such metal or precious stones reclaimed to the 
profit of the United States only, in the discretion of the 
Secretary of the Treasury: And provided further, That 
the payment of compensation to informers as now pro- 
vided by law shall, in the case of any such merchandise 
which is placed with the Federal Government or is de- 
stroyed, be paid in the same manner and under the same 
conditions as now provided by law, except that such 
compensation shall be calculated on the basis of 25 per- 
cent of the dutiable value of such or similar merchandise 
as found by the United States appraiser, but such com- 
pensation shall not exceed $50,000 in any case. 


Representative McCormack, who introduced the orig- 
inal resolution which the House had passed, moved in 
the House that the Senate amendments be concurred in. 
This was done. The resolution now goes to President 
Roosevelt for his signature. 

The fight to obtain from Congress the relief which the 
joint resolution has covered has been going on for a long 
time, because even the most active campaign in the detect- 
ing of the men who were smuggling watches into this 
country on a large scale gave little relief to the watch 
trade as far as the market was concerned. In many 
instances, the seized watches that were confiscated were 
sold by the United States Marshals at auction at prices 
far below the amount of duty which they should have 
paid. With this result—they immediately came back into 
the market at prices far below the prices the legitimate 
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manufacturers or importers could meet with their regular 
lines. 

Attempts by the watch trade to have the Government 
destroy the smuggled watches were unsuccessful owing to 
the fact that the Treasury Department had no legal 
authority to do this, and several attempts were made to 
have Congress modify the law. Early in April, a resolu- 
tion was introduced by Mr. McCormack in the Ways 
and Means Committee of the House to permit the Secre- 
tary of the Treasury to destroy smuggled watches. This, 
it was said, was introduced by the American manu- 
facturers, but it had a section requiring the marking of 
each movement imported into this country that was not 
acquiesced in by the importing trade. However, when 
the matter was referred to the House, its committee 
brought in the resolution without the disputed clause and 
in their report the committee gave strong reasons why the 
destruction of smuggled watches should be permitted, 
even though it was apparent that the Treasury Depart- 
ment objected to the bill for cerain technical reasons. 

In the course of their report, the House Committee said : 


“Evidence was also before your committee showing that on 
Dec. 4, 1930, the United States Marshal for the Southern Dis- 
trict of New York sold at public auction 39,276 watch move- 
ments, having a home value in the United States of $135,000, 
for the sum of $66,600; and that thereafter the purchaser 
advertised these watches at prices far below that of similar 
American-made watches. 

“In many instances, these confiscated watches are sold at 
public auction for considerably less than the amount of duty 
that should have been paid the Government. In one instance 
the Government sold 60,000 watches for a total of only $95,- 
000, while the duty alone would have amounted to $240,000, 
showing a net saving of $145,000. In many instances the 
parties smuggling these watches into the United States, or 
their representatives, purchase the same back at these auctions. 

“It is the opinion of your committee that smuggling would 
soon be discouraged if the confiscated merchandise is destroyed 
instead of being sold. If such a policy was inaugurated the 
financial loss sustained would be sufficient to discourage the 
activities of smugglers, whereas a continuation of the present 
policy helps keep them in business. 

“At the present time there are approximately 29,960 move- 
ments on hand in the three customs districts previously refer- 
red to, as well as 2,583 complete watches and a quantity 
of miscellaneous watch parts in the New York district awaiting 
disposition by the Government, as shown by letter from the 
Acting Commissioner of Customs, copy of which is incorporated 
in this report. ; 

“Your committee feels that these should not be sold and 
placed in direct competition with American-made watches and 
the legitimate imported duty-paid watches, but that every 
effort should be made to aid in the reemployment of our idle 
workers. 

“The jeweled-watch industry with its highly complicated 
machinery and especially trained technical workers makes this 
industry of vital importance in any program of national 
defense, and every encouragement should be extended. During 
the World War this industry produced many of the highly 
technical precision instruments used in our military, naval, and 
air services, such as time fuses for hand grenades, timepieces 
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Our 48-page Catalog 
Distinctive MeTALWARE 
is crammed full of. . 
Values... 














OMPLETE revision of plant and operat- 

ing facilities enables us to preserve our 
traditional standard . . . “No Compromise 
With Quality” ... and, at the same time, to 
effect economies which qualify an immediate 
reduction of our established trade prices. 


Never before in the eighty years of this com- 
pany’s history have Bradley & Hubbard’s 
products been sold at such low prices. They 
make a sales opportunity for jewelers that is 
unequalled. 


DESK SETS . . . CANDLESTICKS 
CIGARETTE BOXES 
DECANTER HOLDERS... DESK LAMPS 
ORNAMENTAL FIGURES 
FOUNTAIN PEN HOLDERS ... ASH TRAYS 
BOOK CONSOLES. . . SMOKING STANDS 
CENTER PIECES ... INK STANDS 


If you have already received this catalog, send 
at once for revised trade price information. If 
you do not have a copy of this catalog— 
“Distinctive Metalware’’—send for it NOW. 


THE BRADLEY & HuBBarD Mec. Co. 
MERIDEN, CONNECTICUT 
New York Display Rooms: 200 Fifth Avenue 





Asks Smuggled Watches Be Destroyed 
(From page 31) 


and chronometers, altimeters, and many other delicate instry- 
ments so necessary in the successful prosecution of the war.” 

Thereafter the various elements of the watch trade got 
together to pass the resolution despite the fact that it 
seemed to have little chance in the large calendar which 
the Senate had to dispose of before its adjournment. But 
thanks to the active work of a number of men, prominent 
in which were Taylor Strawn of the Elgin National 
Watch-Co., C. M. Kendig of the Hamilton Watch Co, 
Ira Gulden of the Bulova Watch Co., and also a repre. 
sentative of the American Watch Assemblers Association, 
as well as General Counsel A. MacC. Barnes of the 
American Watch Manufacturers Committee, and others. 
The interest of many Senators was obtained in putting the 
resolution over, particularly those of Senators Walsh and 
Metcalfe. 

The resolution as finally modified by the Senate pro- 
vides that the Treasury Department may turn over the 
smuggled watches to the departments of the Federal Goy- 
ernment for experimental, scientific or educational pur- 
poses but not for sale, and if not desired by the Federal 
Government, the watches must be destroyed unless the 
Secretary of the Treasury can determine that they can 
be sold abroad without competition to similar products 
manufactured in the United States. Also, if the smuggled 
watches contain precious metal or gems in the cases, these 
parts may be sold at public auction or reclaimed to the 
benefit of the United States only. It was believed that 
the final amendments will meet the objections that were 
offered by the Treasury Department to the first resolu- 
tion introduced. 


Necklaces Growing in Popularity 

EPORTS not only from our own fashion centers, but 

. from the style experts of Paris would indicate that 
there is a good chance for the necklace to stage a “come- 
back” with the tendency most prominent for those larger 
ones for the lower necklines. According to the styles 
shown by the manufacturers of gowns, fashions now af- 
ford a demand for necklaces at every neckline giving the 
call for collars, for those to cover the V or square neck- 
line and those that will run down to the waist. 

This is beginning to be seen in the increased demand for 
pearls of all kinds, genuine pearls, culture pearls and even 
imitation pearls. According to a statement of June Ham- 
ilton Rhodes, ‘Necklaces are back—many necklines are 
lower but smart women are wearing necklaces regardless 
of necklines.” 

A new tendency has been already noted in the daily 
papers which feature the use of pearl necklaces during 
the summer. As one said, ‘From chokers to four-strand, 
from seed pearls to baroque sizes; in white, gun metal, 
and pastel shades—pearls surround not only throats but 
also wrists. They are fashionable as clips and earrings. 
If puzzled over what to give a graduate or a bride— 
pearls are a safe bet.” 

Some of our leading department stores catering to the 
best dressed women of the country are already featuring 
this tendency in necklaces in their announcements and 
their advertising, while progressive jewelers are beginning 
to see that the new styles help not only all kinds of pearls, 
but platinum and gold necklets with pendants as well. 
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Important Decision on Insurance Covered by Jewelers’ 


Block Policy Rendered by New York Court 


The Appellate Division of the New York Supreme 
Court handed down a decision, June 21, establishing a 
precedent which vitally affects all jewelers’ block policies, 
in a test case instituted by Godfrey Abrams against the 
Great American Insurance Co. of New York. 

Gould & Newman, attorneys, for Abrams, instituted 
an action against the insurance company, predicated upon 
the standard jewelers block policy, to recover for loss of 
jewelry by the plaintiff, a wholesale jeweler and diamond 
merchant, in the sum of $15,186, which loss was sus- 
tained as a result of the sale of merchandise on memoran- 
dum to a customer of Mr. Abrams. Immediately there- 
after, the customer took this merchandise and absconded 
with it to Europe, where it was confiscated by the French 
Government for the failure upon the part of the customer 
to make a declaration of its entry. 

The insurance company disclaimed liability, in accord- 
ance with the custom of all other insurance companies 
issuing jewelers block policies, upon the ground that such 
policies contained the following clause: 


“Loss or damage or expenses by or resulting from theft, conversion or 
other act or omission of a dishonest character (including sabotage) on the 
part of the assured or his or their employees or any person to whom the 
property hereby insured may be entrusted by whomsoever for any purpose 
whatsoever, unless such loss arises when goods are deposited for safe 
custody by the assured, member of the firm, or salesman, while traveling or 
in the custody of (a) a common carrier; or (b) first class registered mail; 
or (c) a mere porter, helper or carrier not in the permanent’ employ of 
the assured.” 


The insurance company claimed that this merchandise 
was entrusted to the customer when it was delivered upon 
memorandum, and consequently no liability devolved 
upon the company to pay for a loss of such character. 

Up to the present time none of the insurance companies 
have been paying any losses sustained by jewelers as a 
result of delivering merchandise upon memorandum by 
reason of the existence of this provision in the policy. 

Gould & Newman instituted this test action in the Su- 
preme Court, upon this policy, and the insurance com- 
pany made a motion for summary judgment dismissing 
the complaint on the ground that the terms of the policy 
contained the above provision which relieved it of liability, 
and upon the further ground that immediate notice of 
loss and a sworn proof of claim was not delivered to 
the company. 

On behalf of the jeweler it was contended that this 
provision did not refer to a loss suffered as a result of 
delivery of merchandise upon memorandum, and that 
such delivery did not constitute the entrusting of mer- 
chandise to the customer ; that the said provision referred 
to entrusting of merchandise to an agent or an employee 
or a salesman of the assured. Plaintiff further contended 
that when notice was given to the insurance company 
with respect to the loss, an official of the company stated 
that the policy did not cover memorandum merchandise, 
and disclaimed liability, and thus waived the necessity of 
filing a sworn proof of loss. 

Judge McLaughlin of the Supreme Court rendered a 
decision in favor of the jeweler and the insurance com- 
pany immediately filed an appeal with the Appellate 
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Division of the First Department. The Appellate Division 
unanimously affirmed the decision of Judge McLaughlin 
and held that the contention of the plaintiff was tenable 
and that the construction of the terms of the policy, as 
pointed out by the attorneys for the plaintiff, was correct. 

This decision is the first one handed down in New 
York State affecting such a situation, counsel for the 
plaintiff and the insurance company having admitted in 
their briefs that no precedents existed in the courts of 
this State to cover a loss by sale on memorandum with 
respect to the present standard form of jewelers block 
policies. 


News from the N. R. A. 


WasuincTon, D. C., June 21—The Administrative 
Division of the National Recovery Administration in its 
Weekly Review referred to the first acceptance of the 
NRA price policy as that of the carbon dioxide industry. 
This it says is the first to formulate an amendment to 
the operating code, bringing it in line with the new NRA 
policy. According to General Johnson, it has three objec- 
tives: 


“1. It provides for price-fixing in emergencies only—to halt 
destructive price cutting, protect small enterprises, curb monopo- 
listic tendencies, maintain code wages and working conditions. 

“2. It permits open price provisions, the posting of prices, 
unchangeable for 48 hours, with confidential, distinterested 
agencies for distribution to all willing to pay for the service. 

“3. It encourages code makers to include model co8t finding 
and accounting provisions as long as they are not obligatory 
and are not designed to establish arbitrary uniformity in costs 
or prices. 

“The announcement of the policy was explained to be for 
the purpose of obtaining some uniformity in new codes and in 
no way to interfere with the provisions of codes already ap- 
proved. However, the hope was expressed that the industries 
now codified would agree on amendments which would make 
their codes conform as nearly as possible with the policy.” 


Taking up the questions on the word “professional” in 
the retail trade, the Review says: 


For several months, there has been much discussion as to 
exactly what the retail trade code means by “professional.” 
H. O. King, NRA Divisional Administrator, finally submitted 
the question to the trade associations. He made a resume of 
the replies and has now announced an official definition of the 
term. This explains that a professional worker is one whose 
work is: 

“1, Predominantly intellectual or mental in character as op- 
posed to purely physical work or work involving the applica- 
<= manual, mechanical, physical or operative technique 
or skill. 

“2. Based upon educational training in a specially organized 
body of knowledge, as distinguished from training of a manual, 
mechanical, or operatively technical type, or the performance 
of routine mental processes in accordance with a previously in- 
dicated or standardized formula, plan or procedure.” 


In giving points on the new pamphlet describing the 
NRA, the Review says: 


“For the benefit of people who want to know what the NRA 
is, what it is trying to do and how it operates, a pamphlet of 
30 pages has been prepared by the Administrative Division. 
This is entitled ‘What Is The NRA?’ Local NRA Committees 
and the offices of State Directors of the National Emergency 
Council have copies. Copies may also be purchased at five 
cents each, from the Superintendent of Documents, Government 
Printing Office, Washington, D. C.” 















































Telling the World 

(From page 17) 
for one week, beginning Monday, May 14. For several 
days before the opening stories about the gems to be ex- 
hibited were carried in all the Buffalo papers. On this 
point Mr. McCormack remarks that it is important to 
have material ready for the papers. “You can’t expect 
the, reporters to do all the work when they are going to 
give you valuable publicity. It is true that you have news; 
that is your only excuse for calling on the papers; but it 
is necessary to prepare the stories for them in usable form; 
point out the human interest and help them find a good 
lead.” 

The May 12th and 13th papers, Saturday and Sunday, 
ran large advertisements inviting the public to view the 
“million-dollar” collection. In the window of Tanke’s 
other store, cards announced the display and sales people 
there were instructed to suggest to every customer that 
he visit the uptown store to see the collection. 

On Friday, three days before the opening, Mr. Mc- 
Cormack began a series of six six-minute broadcasts— 
paid advertisements over a local station. To the listeners 
his presentation was a story of exceptional interest about 
gems; to the advertising man it was a masterpiece of 
psychology. The opening announcement introduces the 
jeweler as a nationally known diamond expert, mention- 
ing the store’s mame and address. His talk at once 
launches into the amazing history of the Mabel Boll 
necklace, how it passed through the hands of several of 
the world’s greatest despots. The continuity is con- 
versational and stimulating, and mention of the exhibit 











and the store is reserved for the last 30 seconds when it 
is told that this remarkable jewel will be on display dur. 
ing the following week. The commercial part of the 
program is so cleverly devised that the broadcast leaves 
the general impression of a sustaining program of enter. 
tainment. Mr. McCormack went on the air every even. 
ing until the following Thursday, each time discussing the 
unusual gems in the exhibit, and leaving to the end an 
invitation to visit the store to see the stones he had just 
described. 

Even after the display was over newspapers as far away 
as Rochester continued to report the occasion, a paper 
there, the American, devoting part of its front page to 
a story of the Boll Gems. 

While the exhibit was in progress a police car with 
fully armed officers was parked in front of the store, 
A detective and another officer were on guard inside, 
This added to the impressiveness of the event and brought 
home to the public the immense value of the collection, 
besides providing ample protection against crime. 

Mr. McCormack estimates that about 5000 people 
came to see the exhibition. The sales for May, he an- 
ticipated as running well over May of 1933, and a con- 
siderable part of this increase was attributed to the in- 
terest in diamonds aroused by the display of famous 
jewels. “I was surprised to find,” he said, “that the 
exhibition brought people into the store who didn’t know 
we had an establishment uptown, although we have been 
here for 14 years. The number of new friends and cus- 
tomers we have made would be difficult to measure.” 
The important thing to bear in mind in studying this 
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USE A.P. W. 
STERLING SILVER 


The charm of silverware, one of the oldest of the arts and made by a trade justly proud of its 
traditions, can be analysed into three factors—the artistry of the designer, the cunning skill of the artisan 
and the quality of the STERLING used in its production. 


A. P. W. STERLING is in keeping with these fine traditions—based on Silver refined by the electro- 
lytic method and the finest quality that can be used, melted under technical control—rolled by the 
most accurate rolling mills and annealed to a fireless uniform temper in electrically controlled furnaces, 
by a personnel well skilled in the various stages of production. 


A. P. W. STERLING achieved by metallurgical science ard modem machinery is the complementary fac- 
tor to your artistry and skill for speedy, economical and efficient production of the finest examples of the 


PLATE—SHEET—WIRE—STRIPS—CIRCLES—SQUARES 
Convince yourself and use A. P. W. Sterling. 


Silversmith's art. 


SILVER ANODES 


of pure electrolytic silver in all 
sizes for consistently good plat- 
ing results. 


SILVER SOLDERS 
Plate, Sheet, Wire, Filings. You 
are sure to find the most suit- 
able grades in the variety we 


[WE BUY OLD GOLD] 


The AMERICAN PLATINUM WORKS 
N. J..R. R. AVE. at OLIVER ST. 


NEWARK, N. J. 


offer. Refiners and Manufacturers of Platinum, Gold and Silver 
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campaign is that everything was done from the point of 
view of news value. Many of the large gems selected for 
the display had a glamorous historical background. They 
had belonged to bizarre and interesting people. The 
staging of the exhibit, with an armed guard and detective 
in the store, provided a news angle for the reporters to 
pick up. The magic words, “A million dollars,” gave the 
headline writers a dramatic lead. It is the job of the 
publicity man to pick out these points, stress them in 
planning the promotion, and then turn the ideas over to 
the press. Mr. McCormack prepared resumés of the his- 
tory of the more important jewels, providing the editors 
with stories of genuine human interest. A good example 
is the story of the pearl collection of Mrs. Collis P. Hunt- 
ingdon. This lady was determined to have the best col- 
lection of pearls in the world. She spent nearly two 
million dollars over a period of 30 years searching every- 
where for rare pearls. And then, when she had gathered 
together what has been termed “the finest rope ever 
owned by an individual,” her eyesight failed and she was 
unable to admire them. Such a tale is full of interest and 
sure to get prominent place in the newspaper. 

A gem collection which contains rare gems and dia- 
monds up to 26 carats apiece, jewels from the estate of 
“Lucky” Baldwin and Mrs. Huntingdon, is news, but to 
assemble such an aggregation of gems is but half the job. 
The most important step is to present such an unusual col- 
lection to the public in a way that will arouse interest, 
create store traffic and awake the desire to possess. And 
it is in doing this that Harry C. McCormack succeeded 
preeminently. 


Table Setting Contest 
(From page 29) 


we are going to stage it in all of our six stores during 
the year. 

“We were able to check up on the number of people 
who visited the store fairly closely because most of them 
the first three days voted on the table they thought best. 
In three days, 3,800 people voted and on the last day, 
the contest was decided by judges. We checked over a 
thousand people visiting our store on the fourth day.” 

The presentation of the grand prize was made by 
President Jenkins, and the award went to Mrs. J. R. 
Hoag, president of the Ladies’ Auxiliary of the Brother- 
hood of the Order of Railroad Conductors. Mrs. Frank 
Rousseau and Mrs. J. W. Thomas of the same group 
likewise set the prize winning luncheon table. 

Another prize winning table was a breakfast table by 
the Springfield Woman’s Club, set by Mrs. J. Wallace 
Clark and Mrs. James McBride Warren, president and 
vice-president of that club, respectively. 

On Thursday, the award went to the Ladies’ Auxiliary 
of the Order of Railroad Trainmen for the exquisite 
buffet table set by Mrs. J. V. Lewis and Mrs. H. R. 
Hovencamp, president and secretary of that organization. 

The eight women’s clubs that participated all demon- 
strated such skill and original beauty in the 16 tables 
they designed during the contest that Mr. Jenkins is sure 
that all of the thousands of guests were inspired and 
aided in their individual problems regarding smart table 
appointments. 





43-47 West 23rd St. New York City 





Che Pairpoint Corporation, New Bedford, Mass. 





Our DENMARK DESIGN IS PRICED SO LOW 
that you must ACTUALLY SEE the GOODS TO 
APPRECIATE their EXTRAORDINARY VALUE. 


180 Post St. - . San Francisco 
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FOR THE FIRST SUMMER OF 


CHASE CHROMIUM BEER SETS ¢ COCKTAIL SETS 
WINE COOLERS e WINE BOTTLE STANDS 


ICE BOWLS ¢ SERVING TRAYS ¢ SWIZZLERS (for mixing drinks) 


a 


COCKTAIL-CANAPE ‘SERVERS ¢ LIQUEUR SETS 
BOTTLE PLAQUES 


CHASE BRASS & COPPER CO. 


—Incorporated— 


Specialty Sales Division 
Chase Tower, 10 East 40th Street, New York City 












“ROSE POINT” 


the New Sterling Pattern 
Moderately Priced 
















In July, R. Wallace & Sons Mfg. Co. 
salesmen will be showing the perfect 
gift for the bride—a new, beautiful 
sterling pattern as exquisite as a 
bridal veil. Here is a quality prod- 


uct offered at a moderate price and 





backed by a great merchandising 
plan. 








See inside back cover 











QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 


By Emsley and Swaine, distinguished English authorities, 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price, $4. 


PRINCIPLES AND PRACTICE OF 
PERIMETRY 


(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. 


RECENT ADVANCES IN 


OPHTHALMOLOGY 
By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 406 pages, well illustrated; 
price, $3.50. 


OPHTHALMOSCOPY, RETINOSCOPY 


AND REFRACTION 
By W. A. Fisher 
290 pages, profusely illustrated; price, $3.75 













Order from 
THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St., New York 











HOTEL EDISON 












( The BEST “BUY” in 
New York HOTELDOM 


Feeney sce of everything 
you desire in a hotel at amaz- 
ingly low rates—perfect location 
in the heart of Times Square... 
adjacent to all theatres .. . New 
York’s newest hotel... extra 
large rooms — large closets — 
comfortable furnishings — wide 
windows assuring an abundance 
of light and air. 


1000 ROOMS 1000 BATHS 
1000 RADIOS 


Rooms from $2.50 a day 
Garage Opposite Hotel 

































47th Street just West of Broadway 


NEW YORK 
OWNERSHIP MANAGEMENT 
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Decrease Shown in Clocks and Watches 


Manufactured in 1933 


Census of Manufacturers: 1933—Clocks and Watches 


WasuincTon, D. C., June 20—The Bureau of the 
Census announces that, according to a preliminary tabula- 
tion of data collected in the Census of Manufacturers 
taken in 1934, the value of clocks, watches, movements, 
materials, and parts produced in the United States in 
1933 by establishments engaged primarily in the manufac- 
ture of these commodities amounted to $24,611,396 (at 
f.o.b. factory prices), a decrease of 41.1 per cent as com- 
pared with $41,769,109 reported for 1931, the last pre- 
ceding census year. The more important items which 
contributed to the total for 1933 are as follows: Electric 
clocks (synchronous and motor-wound), 2,006,252, 
valued at $4,793,315; alarm clocks, except electric, 6,- 
707,112, valued at $5,157,786; other clocks 908,296, 
valued at $1,369,527; instruments and devices, complete 
with clockwork mechanism, 39,971, valued at $937,262; 
jeweled watches, 482,416, valued at $5,195,370; non- 
jeweled watches, 5,746,507, valued at $5,181,859. 

This industry, as defined for census purposes, embraces 
establishments engaged primarily in the manufacture of 
clocks and watches, clocks and watch movements, and 
clock and watch materials and parts (not including watch- 
cases, which are separately classified ) ; and of time stamps, 
watchmen’s clocks, time-recording clocks, and other in- 
struments and devices in which clockwork mechanisms 
are used. 

Statistics for 1933, with comparative figures for 1931, 
are given in the following tables. The figures for 1933 
are preliminary and subject to revision. 


TABLE 1.—SUMMARY FOR THE INDUSTRY: 1933 AND 1931 


Per cent of 

increase 

(+) or 

decrease 
1933 1931 (—) 
Number of establishments... . 48 75 . 

Wage earners (average for 

Is sibs sess oven van 12,608 16,213 —22.2 
WH oo tess werscnseke ee: $9,707,760 $15,685,615 —38.1 


Cost of materials, containers, 
fuel, and purchased electric 
CARON si Bie aug naan $7,337,614 $12,880,086 —43.0 


Products, total value’... - $29,095,536 $45,563,375 —36.1 





Clocks, watches and parts.. $24,611,396 $41,769,109 —41.1 


Other products, value, and 
receipts for contract, cus- 
tom, and repair work.... $4,484,140 $3,794,266 +18.2 


Value added by manufacture®. $21,757,922 $32,683,289 —33.4 


*Per cent not computed where base is less than 100. 

1Not including salaried officers and employees. Data for such 
officers and employees will be included in a later report. The item of wage 
earners is an average of the numbers reported for the several months of ° 
the year. In calculating it, equal weight must be given to full-time and 
part-time wage earners (not reported separately by the manufacturers), 
and for this reason it exceeds the number that would have been required 
to perform the work done in the industry if all wage earners had 
continuously employed throughout the year. The quotient obtained by 
dividing the amount of wages by the average number of wage earners 
cannot, therefore, be accepted as representing the average wage received 
by full-time wage earners. In making comparisons between the figures 
for 1933 and those for 1931, the possibility that the proportion of part- 
time employment was larger in one year than in the other should be 
taken into account. 

2 Manufacturers’ profits cannot be calculated from the census figures 
because no data are collected for certain expense items, such as interest, 
rent, depreciation, taxes, insurance, and advertising. 

2 Value of products less cost of materials, containers, fuel, and 
purchased electric energy. 





TABLE 2.—CLOCKS, WATCHES, AND PARTS—PRODUCTION, BY CLASS, NUMBER, AND VALUE: 1933 AND 1931 





C1 r 1931 ~ 

Class Number Value Number’ Value 
Clocks, watches, materials and parts, aggregate value. ...... (*) $42,830,356 
Made in the clock and watch industry.......... .. 2... $24,611,396 41,769,109 
Made as secondary products in other industries.. _...... (7) 1,061,247 


‘ Clocks, complete, for use as timepieces only, total.... 
Electric: clocks, total... 6... sia. sewessneene. 


SyMCHTONOUS «..6600-.<06 
Motor-wound .......... 


Other clocks, total... ere 
With domestic imenines. ee 


11,320,628 10,657,263 20,390,885 


..++ 2,006,252 4,793,315 3,797,499 12,904.750 


(*) (7) 3,625,860 11,924,891 
(*) (7) 171,639 979,859 


Alarm clocks, except electric eee eee 6,707,112 5,157,786 5,680,537 5,111,068 


908,296 1,369,527 1,179,227 2,375,067 
868,150 1,239,876 1,117,528 2,116,515 


With imported movements.................... 40,146 129,651 61,699 258,552 
Clock movements: 

For use as timepieces only. . ee 215,729 288,333 715,115 951,509 

For use in time-recording instruments ond deoleun. 93,766 254,386 149,279 567,068 


Instruments and devices complete, with clockwork 


mechanism: 


Time-recording clocks ................22--05 
GTR CGI olds crates uo orweten es 
Clock materials and parts, including cases...... 


Roe 6,545 337,150 19,658 1,479,476 


Watches, watch movements, and parts, except wateh- 


. cases, total value. . 


Nonjeweled- watches ...............0....00: 
pO er eer re Tree 


wads 33,426 600,112 38,175 981,765 
ee 238,855 oo.) aS 
atctara 11,571,912 16,605,361 


wooe 5,746,507 *°S,165,859 5,136,869 4,541,430 
.... 482,416 5,195,370 


859,494 10,287,706 


Jeweled movements and materials and parts, ex- 


SORE WAI 3 So co Fda eicsccieewees 


——— 


BS ee 1,776,225 


1 Data not yet available; complete figures will be given in final report. 
2 Not including watches assembled by establishments which purchase 
both cases and movements. Such establishments do not come within the 


scope of the census. 
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FOUR ADS FOR JULY *1% 


ff SMART, COLORFUL 
j AND INEXPENSIVE 


Costume Jewelry 


TO GIVE STYLISH ACCENT 
TO EVERY SUMMER COSTUME, 


BRACELETS . . RINGS 
CLIPS . . NECKLACES 


STORE NAME 

























TROPHI E> 


You'll Be Proud 


To Present 


Committees faced with the 
problem of choosing a trophy 














that is worthy, yet not ex- 
pensive, will find the answer 
here. We will show you ap- 
propriate designs for every 
purpose—at prices within 
your allowance. 


<@> 


STORE NAME Wy Your gift to your 
With a fountain pen “ weekend hostess 
in your purse or 
pocket—be ready to 
write home whenever 
you have the time or 


inclination! Of 

























should convey a 







subtle compli- 
ment to her good 


MATRICES 


taste. 
of the four ads each month 













are sold to ONE JEWELER course you'll want a’ A gift from our 
| in = city for one dollar. good pen. . . . one ein ill tn. te 
| For information write to... els sm te welts snail tite wie 


when you want to. 
We have several dif- 
ferent ones, all good. 


out being ex- 
Ape 














| The JEWELERS’ 
CIRCULAR 


239 West 39th St. 
New York City 
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ULY PROMOTIONS 


The message reads—'COS- 
TUME JEWELRY to give 
stylish accent to every sum- 
mer costume." The setting is 
done in green and white. 
The jewelry is shown in sets, 
with small price tickets. 





A good promotion 
dramatizes timely merchandise in newspaper advertising, 
backs it up with an interesting window display, and when 
warranted, uses direct mail. Within the store, another 
well-placed display to attract attention and facilitate 
selection makes it easier to sell those who are interested. 


The principle of the promotion program is to take one 
item or line of merchandise and give it a good strong 
play, then follow with another timely item or line, giving 
each one a complete promotion . . . in ads, window and 
store. As said before, the use of direct mail is confined 
to real high-spots that justify the expenditure. 


Each promotion must be based on an idea that drama- 
tizes a selling point or points, and arouses a desire for 
the merchandise. 


Unless the occasion justifies, an entire window need not 
be devoted to a tie-up display for the merchandise adver- 
tised. Instead, a unit display is arranged at the center 
of the window, leaving space on either side for other 
lines. The sketches suggest settings that can. be adapted 
to the most practical size and dimensions for your use. 


Notice that the wording is 
kept high enough not to be 
hidden by merchandise. All 
these settings are constructed 
of compoboard. 


 Togive stylish assent © ay 
. toevery summer ; fA 
. . + costume 







Blue and white are used for 
this setting. Borrowed sports 
equipment is used; photo- 
graphs of trophies may be 
interspersed with the mer- 
chandise. 
















\ 
x 


TROPHIES 


YOU LL BE PROUD 
TO ENT 


TIE UP YOUR ADS 
AND WINDOWS 


At the lower right corner of 
the panel are timetables and 
maps. The picture suggests 
writing home. All angles lead 
the eye to the main message 
and the merchandise. 
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Indiana Watchmakers Hold Convention 


Interesting Addresses and Discussions Features of Meeting 
at Indianapolis—Officers Elected 


INDIANAPOLIS, IND., June 18.—Members 
of the Watchmakers Association of In- 
diana held a most successful convention 
in this city yesterday at Druids Hall. 
Among the 100 or more present there 
were delegates answering from eight lo- 
cals throughout the state. Officers elected 
for the ensuing year, which starts July 1, 
include: President R. F. Chiles, Indian- 
apolis; vice-president, H. E. Massingill, 
South Bend; secretary and _ treasurer, 
J. C. Updegraph, Indianapolis. The 
board of control of the association will 
be formed from the president of each of 
the eight local units of watchmakers lo- 
cated in the eight trade areas of the 
state. 

The morning session was devoted prin- 
cipally to addresses by the former presi- 
dent, M. M. Furstenberg, who welcomed 
the delegates and outlined what the or- 
ganization had accomplished during its 
present existence of eight months. An- 
other important address was by R. F. 
Chiles, later elected as president, who 
discussed the desirability of organization 
both on state and local lines and stated 
what could be accomplished by organiza- 
tion of this character. 

Frank Foegler, of Cincinnati, president 
of the new National Watchmakers Asso- 
ciation which was organized at Washing- 
ton, D. C., with delegates of state organi- 
zations of 22 states, spoke upon the needs 
and aims of the national body. In the 
course of his address he brought out the 
fact that the American National Retail 
Jewelers Association had been given the 
right to form the Code of Fair Competi- 
tion, and though they had given consider- 
able effort to matters relating to the sales 
end of the business, practically nothing 
had been done to control the service end 
of the store, particularly the watchmak- 
ers’ department. He said that watchmak- 
ing had been the “sustaining anchor” for 
70 per cent of the stores of the jewelry 
trade in keeping them in business in the 
last three years. The National Trade 
Council, he said, can tax every jeweler of 
America, but he felt that this tax on small 
jewelers and one-man _ jeweler-watch- 
maker institutions did not give adequate 
protection or representation. 

Mr. Foegler denied that the watchmak- 
ers’ associations can be considered as on 
the way to becoming unions for the rea- 
son that the watchmakers’ associations 





are made up of employer as well as em- 
ployee, who meet together for the pur- 
pose of bettering the conditions in the 
service end of the jewelry trade. 

Mr. Chiles, in the course of his re- 
marks, took the position that the state or- 
ganizations of the watchmakers could 
foster a program of state regulations for 
watchmakers, in establishing a reason- 
able minimum price, and can protect the 
industry as well as the consumer from 
the “chiseler,” that it could maintain a 
state watchmakers’ employment bureau 
and could act in local trade disturbances 
as arbiter in disputes between the watch- 
makers, wholesale houses, workmen, fac- 
tories or all those concerned with the ser- 
vice end of the jewelry trade. 

In the afternoon the delegates heard 
L. R. Douglas give a report in regard to 
his trip as delegate from the Indiana 
State Association to Washington to the 
last code hearing at Washington. The 
delegates later discussed the desirability 
of continuing and strengthening the or- 
ganization or accept the offer of the In- 
diana Retail Jewelers Association to 
merge with that body, on the suggestion 
that two organizations were superfluous 
and the retail jewelers’ organization was 
already recognized. However, the dele- 
gates decided unanimously to continue 
the Watchmakers Association and to con- 
tinue their membership with the National 
Organization of Watchmakers. 

The meeting ended with a motion pic- 
ture display offered by the Elgin Watch 
Co., which was in charge of Mr. Same- 
lius, head of the watchmaking school of 
the company. The Hamilton Watch Co. 
also was represented by Mr. Seibold, 
who gave a short talk on what he de- 
scribed as the Hamilton’s “New Deal.” 





State Law Modifies Application of 
Wage Assignments 


The Legislature of the State of New 
York recently passed the Cilano bill, ef- 
fective July 1, 1934, which will to a 
great extent mitigate the evil practices 
which have sprung up to take advantage 
of the “voluntary” wage assignment. The 
new law provides that in all sales of 
less than $1,000, the assignee can demand 
no more than 10 per cent of the debtor’s 
weekly or monthly earnings, and when 
such earnings are less than $12 per 


40 





coe 


week, there can be no assignment at all, 

This control placed upon wage assign- 
ments places them in the category of the 
garnishee, as far as effect is concerned, 
The law provides that only one assign- 
ment can apply at a time, and that any 
additional assignments must wait their 
turn as in the case of a garnishee. 

The legislation received the support 
of the Better Business Bureau, the Rus- 
sell Sage Foundation and its passage was 
actively aided by the better credit jewel- 
ers who realized that their business was 
being undermined by the subversive prac- 
tices of the wage assignment “racketeer.” 

As described by F. W. Brock of the 
New York Better Business Bureau, in 
whose hands many of the abusive wage 
assignment cases have been placed for 
adjustment, the salesman catering to this 
type of business approaches his prospect, 
with the remark, “Want to buy a watch?” 
The answer is generally in the negative, 
whereupon the salesman offers the watch 
or some other article of jewelry “on 
approval” saying that he will be back 
next week to take the watch if it is not 
still desired. The next step is to get the 
signature of the prospect on a mere mer- 
chandise receipt, which after it is signed, 
turns out to be an irrevocable sales con- 
tract. The signature on the wage assign- 
ment agreement is obtained in a similar 
fashion. The salesman does not return 
and a few weeks later the “customer” 
finds himself suddenly cut off from his in- 
come, his wages having been legally as- 
signed to pay for the watch. 





Horological Society of New York 
Elects Officers 


B. Mellenhoff, head of the watch re- 
pairing department of Marcus & Co. 
Fifth Ave. jewelers, was elected president 
of the Horological Society of New York 
at the election of the officers of the so- 
ciety, held June 5 in the meeting rooms, 
1253 Lexington Ave., New York. 

The other officers chosen are as fol- 
lows: Vice-president, Jacques LeRoy; 
treasurer, F. Knoll; secretary, J. Grue- 
ner; librarian, I. Lemer, and assistant 
librarian, J. Nord. On the executive com- 
mittee are: H. Schlacht, F. Semon, J. 
Hollywood, C. Merkert and I. Lemer. 
The trustees are M. Klein and C. Bro- 
derson. 

The meeting was devoted to the usual 
technical discussions. Mr. William Wag- 
ner, secretary of the Local Code Author- 
ity for the New York Metropolitan Area, 
spoke on the relation of watchmakers to 
the retail jewelers’ code, 
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Administration Member Named to 
Code Authorities on Silver and 
Watch Case Making 


WasuincTon, D. C., June 7.—The Na- 
tional Recovery Administration announced 
today,.through the office of Division Ad- 
ministrator George L. Berry, appoint- 
ment of Joseph V. Necas as Administra- 
tion member of the code authorities for 
the silverware manufacturing and watch 
case manufacturing industries. 

Mr. Necas, who now is employed by 
the P. Lorillard Co., Inc., New York, has 
had considerable business experience as a 
buyer of hardware and mill supplies. He 
will serve in his present appointment dur- 
ing the pleasure of the administrator. 





New Hampshire Retail Jewelers At- 
tend Annual Meeting at Nashua 


Nasuua, N. H., June 7.—The nineteenth 
annual convention of the New Hampshire 
Retail Jewelers Association was held at 
the Nashua Country Club yesterday, when 
officers were elected for the ensuing year 
and other important business transacted. 

The meeting was called to order by 
President Fickett, who, after a few words 
of welcome, proceeded with his message, 
in which he called attention to the lessons 
that could be learned from the depres- 
sion and to the progress toward the elim- 
ination of the wholesale retailers. He 
stressed the value of being nationally or- 
ganized and the constant vigilance and 
work of A.N.R.J.A. officers. He espe- 
cially urged the importance of regional 
meetings. He declared that the more he 
learned about the Retail Jewelers’ Code, 
the more convinced he was that the great- 
est benefit that can come to the jeweler is 
through local agreement and willingness 
to get together. 

He then introduced Linwood Cross of 
the Gemological Institute of America, 
who spoke on “Gems, Their Treatment, 
Display and Sale.” 

William D. McNeil, chairman of the 
Retail Jewelers’ Code Authority and pres- 
ident of the A.N.R.J.A., attended the 
meeting and discussed the code. He an- 
swered many questions relative to its 
application. 

The code discussion was continued at 
the afternoon session, and the question of 
buying and selling gold was also taken 
up. A feature of this session was the 
question box discussion, which opened up 
many interesting subjects. 

Rain in the afternoon interrupted the 
golf tournament. 

Reports of the secretary-treasurer were 
submitted and resolutions adopted. 

Officers were elected as follows: Presi- 
dent, George H. Wood, Manchester; vice- 
president, George H. Stuart, Concord; 
secretary-treasurer, Addie Fiske Goodell, 
Epping. 

Executive committee members chosen 
are: Robert A. De Montnigny, Nashua; 
M. E. Banks, Concord; C. Tabor Gates, 
Littleton. Delegate to the A.N.R.J.A. 
convention in Cincinnati in September is 
the secretary, Addie Fiske Goodell. 

Retiring President Fickett was pre- 
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sented with a pocket watch, and the late 
afternoon given over to sports. Members 
of the woman’s auxiliary, the Jewel Club, 
enjoyed a trip to an animal farm which 
supplies exhibits for circuses. 

The convention closed with a banquet 
in the evening. The attendance was 129. 





Reports Improved Business 


F the many encouraging state- 

ments we have received as to 
the fundamental improvement in the 
jewelry business, particularly in the 
manufacture of fine jewelry, none has 
been more interesting or important 
than that which came from Byard F. 
Brogan, jewelry manufacturer and 
diamond importer, of Philadelphia. 
In a letter signed by F. M. Lytle, of 
this firm, June 14, he said: 


“ft thought it might be of interest to you 
to get some reaction to the present business 
conditions as we find them in our branch of 
the industry. . . . We have found that the 
manufacturing of jewelry has continued on 
an upswing. 

“Mountings and diamond jewelry, when 
compared with last year, are running consider- 
ably ahead, so much so in fact, that we are 
inclined to feel that there is a substantial 
market for this class of goods in the lower 
price range, which the retail jewelers, for the 
most part, do not realize. 

“Wedding ring sales are so far ahead of 
last year that it is almost unbelievable. We 
have, this year, manufactured more wedding 
rings than during any comparable period in 
the past. The unit volume of these wedding 
rings is, of course, much less than it was five 
years ago, but nevertheless, the increase in 
volume which we have been able to get, more 
than offsets the lower unit price. 

“We are giving you this unsolicited in- 
formation regarding our particular business in 
the hope that you would find it useful in 
counteracting some of the pessimism which 
has crept into the industry because of the 
publicity given current business conditions in 
the newspapers.” 





Members of Jewelers Twenty-four 
Karat Club of New York Enjoy 
Annual Outing 


Who’s afraid of the 13th day of the 
month? Not the members of the outing 
committee of the Jewelers 24 Karat Club 
of New York, who selected June 13 as 
the day for this annual event. The place 
was the North Shore Country Club at 
Sea Cliff, Long Island, and a more de- 
lightful selection could not have been 
made. 

This year the weather man was com- 
pletely ignored in choosing the date for 
the outing and_ responsibility placed 
squarely on the shoulders of President 
Jacob Mehrlust. He guaranteed a 24- 
karat day and made good. The outing 
committee arranged the other details. 

The special bus left the 32nd St. en- 
trance of the Hotel Pennsylvania shortly 
after 9 a. m. carrying a happy load of 
jewelers. The trip by way of the Queens- 
boro Bridge was made in excellent time. 
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Others came in private cars, and soon 
attention was centered on a number of 
ingenious games which were the “brain 
children” of Sigmund Cohn, master 
builder of superior creations of this kind. 
This year he outdid every previous effort 
in providing eléctrically operated devices 
which tested the skill of all who com- 
peted. It can justly be said that Mr. 
Cohn’s contribution to the enjoyment of 
members of the club grows greater each 
year and that appreciation for his efforts 
increases in multiple ratio. 

The “squirming worms”’—grab them 
before they get away—looked easy, but 
proved difficult. Those twisters just would 
not wait for you. The gold ones counted 
20, the silver ones 10 and other colors 
five each, all but the red ones, which 
were not wanted by any one ambitious to 
achieve a big score, as they counted 
against the players. Raymond Mehrlust 
won the prize—a silver cocktail shaker. 

At throwing the small colored balls into 
the pockets, Leo Warmser demonstrated 
his skill to such an extent that he carried 
home a fine pipe and tobacco pouch. 

Rolling the balls down an incline and 
snapping them into pockets with a me- 
chanical putter proved a difficult task, 
particularly in the higher bracket pock- 
ets. This event went to S. J. Marx, and 
his prize was a playing card case. 

H. W. Boynton won the president’s 
trophy awarded by President Mehrlust. 
It was a fine silver server for table use. 
Mr. Boynton was successful in listing 
the greatest number of correct answers to 
the problem as to the identity of the 21 
common household articles contained in a 
small cotton bag. The bags were of dif- 
ferent colors and each was numbered, 
but the articles in each bag were the 
same. 

In the golf tournament the low net went 
to J. L. Warner. The prize was a leather 
traveling bag. 

The runner-up was F. Demarest. His 
award was a playing card case. 

Four players tied for the “kickers” 
handicap prize. They were A. Oster- 
wald, A. L. Brown, Howard Boynton, 
and Melville Untermeyer. Mr. Osterwald 
was the final winner. He received a fitted 
toilet kit made of pigskin. 

The mechanical golf tournament was 
the center of much attention. A clever 
electrical arrangement flashed lights if 
and when the proper holes were selected 
for the golf ball pegs. Nine white lights 
indicated the holes on the course. Three 
red lights counted against the player. The 
low score was 73. The winner was A. M. 
Clark. 

The dinner served at the outing was 


* of true 24 Karat quality. President Mehr- 


lust welcomed the members in a short 


‘address, and then Vice-President Clifford 


Lamont, chairman of the outing commit- 
tee, made a number of announcements. 
The golf game started promptly after the 
dinner. 

The committee in charge of the outing 
this year was as follows: Clifford La- 
mont, chairman; Sigmund Cohn, Melville 
Untermeyer, Frank Demarest, Raymond 
Mehrlust, Arthur Tuttle and Charles 
Sommer. 





United Watchmakers’ Association 
Holds Mass Meeting in Boston 


Boston, June 15.—Nearly 300 members 
of the United Watchmakers Association 
of New England attended a mass meet- 
ing and dinner at the American House in 
this city on June 13 for the purpose of 
“forming a closer alliance to protect the 
public against the price racketeer and the 
seller of second-hand watches as new.” 
J. K. S. Mills, president of the association, 
was toastmaster. 

Among the principal speakers were 
Fred Freidstadter, chairman of the execu- 
tive committee, who outlined methods of 
enlarging the membership of the organi- 
zation; Charles M. Murphy, secretary; 
Thomas Fagan, and Sam Freeman. 





New York Retailers Discuss Coopera- 
tive Advertising 


A campaign of cooperative advertising, 
the brain-child of Henry Astor, retail 
jeweler, 1466 Third Avenue, New York, 
was the subject of serious discussion at 
the June meeting of the Executive Board 
of New York Retail Jewelers Associa- 
tions held at the Hotel Commodore, June 
1. In spite of the scepticism of some of 
the members, Mr. Astor’s plan was 
greeted by the jewelers as having much 
merit and there was discussion as to how 
it might be worked out in a practical 
way. 

Details of the idea were laid before the 
board by Leo Steinfeld, of the Jacoby 
organization, advertising agents. Mr. 
Astor suggested a program of publicity 
and advertising to the trade to stimulate 
interest in the plan and enlist the co- 
operation of a majority of New York 
jewelers in carrying it out. 

Hyman Goldschmidt, president of the 
Metropolitan association, proposed that 
the board sponsor a mass meeting of 
New York retailers for the purpose of 
increasing membership in the local as- 
sociation and educating jewelers regard- 
ing the provisions of the code. George 
Korsunsky, president of the Bronx Asso- 
ciation, approved of the idea but was 
doubtful that it would be possible to get 
a good attendance at a mass meeting at 
this time. 

Chairman Peters reported that a letter 
of protest had been sent to the NRA in 
Washington objecting to the “terms” pro- 
vision of the proposed wholesale jewel- 
ers’ code. 


A Ring for Each Quintuplet 


When Blessed Events come in sets of 
five each, it is time to do something about 
it, according to Harry Gamler, install- 
ment jeweler of Buffalo, N. Y. Following 
announcement in the newspaper of the 
quintuplets of which Mrs. Orvila Dionne, 
of Orillia, Ontario, is the now famous 
mother, Mr. Gamler sent a present for 
each of the five tiny girls, accompanied 
by the following letter: 

“Congratulations upon your giving 
birth to five fine, healthy daughters. 

“I was very much pleased to learn 








that you and your daughters are in 
the best of health and hope they will 
continue so and grow up to be fine 
women. I have a daughter of my own 
whom I love very much and in her honor 
I am sending you under separate cover 
by mail, five solid gold baby rings. Each 
one is engraved with their respective 
names, the date and the year. You will 
notice each name is marked on the out- 
side of the box so that the right girl 
gets the right ring. 

“I want you to accept these rings with 
my compliments and should you ever get 
to Buffalo, my wife and I would be glad 
to see you.” 


Retail Jewelers Associations Oppose 
Proposed Wages and Hours for 
Watchmakers 


A special bulletin sent by the Trade 
Interests Committee of the New York 
State Retail Jewelers Assn. signed by 
Jacques Le Roy, chairman, and State 
President Samuel Feldman states: 

“The A.N.R.J.A. has just sent out re- 
turn postals for a referendum on a pro- 
posed amendment to our Retail Jewelry 
Code providing that: 


“No watchmaker or repairer shall 
be paid less than $40 per week of 
40 hr. (Watchmaker means ‘an em- 
ployee with more than five years 
actual bench experience.’) 

“No junior watchmaker or repairer 
shall be paid less than $25 per week 
of 40 hr. (Junior means ‘an em- 
ployee with less than five years ex- 
perience.’ )” 


USE YOUR OWN JUDGMENT IN 
VOTING ON THIS BUT CONSIDER 
THE FOLLOWING— . 


1. It is understood that men interested 
in trade repair shops and trying to or- 
ganize watchmakers unions are_ spon- 
soring this amendment. 

2. The one-man repair shop in barber 
shops, shoeshine parlors, and homes does 
not come under the code. He can work 
unlimited hours even if not making $40 
weekly. 

3. A flat weekly wage of $40 for all 
watchmakers, good, bad, and worse, with 
one and one-half pay for overtime, means 
$52 for a 48-hr. week. This will subject 
jewelers who employ watchmakers in 
smaller cities to a very severe competi- 
tion. 

4. Many watchmakers will be laid off 
by smaller stores who can not pay in- 
creased wages. This will result in still 
more one-man shops being established by 
these men trying to make a living at 
their trade. 

5. If the amendment fixes wages it 
should also fix prices so all repairers 
must charge fixed prices. Otherwise, the 
one-man shop, the one-price racketeer 
and the trade shop can force the regular 
store out of the repair business. 

6. The one-man shops do not come 
under the code, can work unlimited hours 
and cut prices. Where will the regular 
store employing good watchmakers come 
out under increased wages, shorter hours, 
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one and one-half pay for overtime in- 
creased expenses and stiffer unfair ces 
petition? 

The proposed amendment, in its pres- 
ent form, has been condemned by the fx. 
ecutive Committee and the entire conyep. 
tion of the N.Y.S.R.J.A. at Buffalo, Your 
National Code Authority does not favor 
it. The A.N.R.J.A. is also opposed to it, 

If you have mislaid the return postal 
or did not receive one, write a letter ‘ 
Chas. T. Evans, Secy., A.N.R.J.A., 522 
Fifth Ave., New York, N. Y., expressing 
your views either for or against this 
proposed amendment. 

DO IT NOW—PLEASE, 





Alfred W. Moyer 


LANCASTER, Pa., June 5—Alfred w, 
Moyer, 72, died at his home, 546 w, 
Chestnut Street, at 7:30 p. m. Monday 
of heart disease. He had been ill for 
several months. He was born Sept. 14, 
1861, in Bareville, and was the son of 
the late Benjamin D. and_ Elizabeth 
Wenger Moyer. 

The family removed to Edisonville 
while Mr. Moyer was still a young man. 
His father conducted a flour mill there. 
After attending the public schools at Edi- 
sonville, he completed a course at Mil- 
lersville Normal School, following which 
he was a teacher in a public school for 
a period of one year. 

In 1883, he was employed by Bowman 
& Musser, jewelers, in their watch de- 
partment, serving as manager for some 
time. He continued in this position until 
1892, when the Non-Retailing corpora- 
tion was organized to buy out Bowman 
& Musser. When negotiations and trans- 
fer had been completed, Mr. Moyer as- 
sumed the position of manager. In 1902, 
he was made president of the corpora- 
tion, serving in this capacity until the 
time of his death. 

He was a member of the National 
Jewelers Board of Trade and the Na- 
tional and Lancaster Chambers of Com- 
merce, the Tucquan Club, the Meadia 
Heights Golf Club, and St. Paul’s Re- 
formed Church. 

In 1889 he married Miss LaBerta 
Wentz, daughter of the late Dr. John 
W. J. Wentz, M.D., of New Providence. 

He is survived by his widow, two 
sons, B. Willis and Alfred W., Jr., both 
of this city, three grandchildren and two 
sisters, Mrs. Alice Herr and Mrs. E. J. 
Ryder, all of this city. 

The funeral will be held from the 
late home Thursday morning at 10:30 
o'clock (D.T.) Interment will be in 
Greenwood Cemetery. 





Advertising Defined 


A veteran salesman of the business 
paper field recently presented this defini- 
tion of advertising: 

“The fundamental purpose of advertis- 
ing is to create in the mind of a known 
or of an unknown buyer a conscious of 
unconscious impression which influences 
the selection of a product or of a service 
at time of purchase.” 

Who has a better definition? 
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Certificates of Qualifying Certified 
Gemologists Granted by G. |. A. 


Certificates for Qualifying Certified 
Gemologist have been issued to the fol- 
lowing students upon their successful 
completion of the Qualifying Certified 
Gemologist examination of the Gemo- 
logical Institute of America, Los Angeles, 

I. 
a a DeVylder, Springfield, Ill.; Les- 
lie V. Gray, Los Angeles, Cal.; Karl G. 
Johnson (S. Jacobs & Co.), Minneapolis, 
Minn.; Percy F. Jones (E. W. Reynolds 
Co.), Los Angeles, Cal.; D. A. Kirk 
(Slavick Jewelry Co.), Los Angeles, Cal. ; 
Earl McBath, Chicago; Wm. H. Meyer 
(S. Jacobs & Co.), Minneapolis, Minn. ; 
H. E. Rapp, Los Angeles, Cal.; George 
Schneider, jeweler, Hollywood, Cal.; 
Capt. Ted Syman, Denver, Colo.; Burt 
Umstead (C. C. Lewis Jewelry Co.), 
Glendale, Cal.; Samuel R. Zickerman 
(Zickerman Bros.), Corona, Long Island, 
New York City. 


Awards Made in Jewelry and Silver- 
smithing at R. I. S. of D. 


ProviwENcE, R. I., June 15.—Eight stu- 
dents in the jewelry and silversmithing 
department of the Rhode Island School 
of Design were awarded diplomas of 
graduation at the annual commencement 
exercises for one of the largest classes 
in the history of the institution. There 
were 89 graduates in all departments. 
William H. Blake, associate secretary 
of the New England Manufacturing 
Jewelers’ and Silversmiths’ Association, 
made the presentation of the associa- 
tion’s medals and scholarships. The 
eight jewelry department graduates 
were: Elizabeth Stewart Berry, William 
F. Braitsch, Gerald Collins Gleeson, Ed- 
win Hancock, Alfred Iannotti, Velma 
Shirley Kelley, Ruth Griswold Patton and 
Doris Spears. In addition, Nicholas An- 
thony Berbieri received a post-graduate 
certificate in this department. 

The department of fabricated design, 
which was added to the department of 
jewelry and silversmithing this year, dis- 
played a number of pieces which show 
how students of this department are 
trained for designing for industry in 
many media and for many purposes. An 
interesting and practical display of 
jewelry designs and patterns were on 
exhibition. 

The medals and scholarships given an- 
nually by the New England Manufac- 
turing Jewelers’ and Silversmiths’ Asso- 
ciation were awarded, the following re- 
ceiving medals: 

Jewelry Designing—First, Martin E. S. 
Nelson; honorary mention, Eva Koren- 
baum. 

Jewelry Making — First, Dorothy L. 
Nisbet; honorary mention, Elizabeth 
Fisher. 

Toolmaking—First, Koorkan N. Far- 
manian; honorary mention, William J. 
Flaherty. 

Hub and Die Cutting—First, Thomas 
J. Goff; honorary mention, Hugh A. 
Bourbon. 

Silverware Designing — First, Arthur 
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Thorpe; honorary mention, Robert H. 
McCutcheon. 
Silversmithing — First, John Roberts; 


‘ honorary mention, Franklin Harrison. 


Modeling—First, Nicholas A. Barbieri; 
honorary mention, Horace V. Bennett. 

Engraving — First, Ruth G. Patton; 
honorary mention, Nicholas A. Barbieri. 

Sample Making — First, Elizabeth S. 
Berry; honorary mention, Nicholas A. 
Barbieri. 

The association’s annual scholarship 
was awarded to Emil Simeone, with hon- 
orary mention to Eugene Imondi. 

The prizes offered each year by Sam- 
uel M. Magid of the Brier Bros. Co., in 
memory of Benjamin Hadley Danks, for 
proficiency in engraving were awarded: 
first, Nicholas A. Barbieri; second, Eliz- 
abeth S. Berry; honorary mention, Ruth 
G. Patton. The scholarship offered by 
the Uncas Manufacturing Company was 
awarded to Martin E. S. Nelson, with 
honorary mention to Nicholas A. Bar- 
bieri, and the Utopian Club medal of- 
fered in this department was awarded 
to Martin E. S. Nelson, with honorary 
mention to Arthur Thorpe. This medal 
was presented by Gordon Harris, presi- 
dent of the club. 


Scrip Provisions in Retail Jewelry 
Code Stayed Until Dec. 1 


WASHINGTON, D. C.—National Recov- 
ery Administrator Hugh S. Johnson has 
ordered a stay in the scrip provisions in 
the retail code, the retail jewelry trade 
and the retail food and grocery trade 
until Dec. 1, 1934, it has been announced. 
This action was taken in order to 
give the committee headed by Dr. Charles 
Fowler of the City College of New York, 
appointed March 16, an opportunity for 
further study of the economic and social 
implications of the provisions. 

These provisions are already stayed 
in the retail code and the retail food and 
grocery trade until July 1, and in the 
retail jewelry trade until Oct. 1. Deputy 
Administrator Dameron. recommended 
the action taken by the Administrator, 
because an extension of the stay is de- 
sirable, as manufacturers of coupons and 
other persons directly connected with 
the use of scrip generally make their 
contracts and plan their business on a 
six months’ basis and need the assurance 
at this time that the provision will be 
stayed in order to enter into contracts 
with retailers and others for the period 
between now and Dec. 1. 


Charles H. Ingersoll a Candidate 
for Governor of New Jersey 


Charles H. Ingersoll, retired watch 
manufacturer, known as co-originator of 
the “watch that made the dollar famous,” 
will run for Governor of New Jersey 
this fall as a Single Tax candidate. His 
campaign slogan, it has been announced, 
is “Plenty for Everybody.” 

Mr. Ingersoll estimates that his firm 
sold more than 100,000,000 watches and 
at one time produced as many as 15,000 
a day. 
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Untruthful Marking of Silver-Plated 
Ware Banned by the F. T. C. 


WaSsHINGTON, D. C,—June 18.—Un- 
truthful marking of silver-plated ware 
is banned by the Federal Trade Com- 
mission in a cease and desist order just 
issued against National Silver Co., 61-65 
W. 23rd St., New York, dealer in and 
distributor of cutlery and tableware. 

The commission directs the company 
to cease using the word or symbol “A-1” 
as a trade name, stamp or brand for 
silver-plated ware, including teaspoons 
or other flatware, unless and until such 
ware is “full” or “standard” plate. Such 
ware is to contain, in the case of tea- 
spoons, not less than two ounces or more 
of silver to the gross; and, in the case 
of dessert spoons and forks, not less than 
three ounces or more of silver to the 
gross. Tablespoons, as well as table and 
medium forks, are to contain not less 
than four ounces or more of silver to the 
gross. 

The company did not contest the com- 
mission’s proceedings, but consented that 
the commission issue an order to cease 
and desist. 





Rudolph Noel 


CHICAGO, June 18.—Rudolph Noel, aged 
63 years, well known to the jewelry and 
diamond trade for many years, died at 
the home of his sister in Chicago on 
Sunday, June 10, after an illness of more 
than a year. Mr. Noel was of a jewelry 
family, having had two brothers and a 
cousin associated with the trade in Chi- 
cago for a number of years. 

For a time Mr. Noel, who was born in 
Chicago, represented Albert Lorsch & 
Co., New York, on the western coast. 
About 30 years ago he established a dia- 
mond business here and continued that 
until his illness. 

He is survived by two sisters, Mrs. L. 
Klausner, Mrs. Rose Guerson; and one 
brother, Philip. 

The funeral services were conducted 
by the Elks lodge here, of which he was 
a prominent member and treasurer for 
many years up to the time of his death. 
Burial was in Waldheim. 





Herman H. Hofmann 


PirTsBURGH, Pa., May 13.—Herman 
H. Hofmann, aged 51, formerly vice- 
president of Heeren Brothers Co., Penn 
Ave. and Eighth St., now in bankruptcy, 
ended his life with a bullet last Monday 
morning. Members of his family found 
him dead in his home, 227 Academy Ave., 
Mount Lebanon, according to a coroner’s 
report. 

Shortly after breakfast, Hofmann went 
to the attic of his home. A shot was 
heard and members of his family found 
him, slumped on the floor, with a revolver 
at his side. They said he had become 
despondent since the company filed a vol- 
untary petition in the U. S. District Court 
for Western Pennsylvania last April. 

Burial was made in Pittsburgh today, 
the funeral being attended by a large 
number of jewelers who were shocked 
at his sudden passing. 










Cincinnati Jewelers Hold Annual 
Outing 


CINCINNATI, OHIO, June 9—As a tun- 
ing up measure for the A.N.R.J.A. con- 
vention that will be held in the Queen 
City in September, several hundred re- 
tail, wholesale, jobbing and manufactur- 
ing jewelers held their annual outing at 
the Ryland, Ky., Country Club, Tuesday. 

It so happened that rain fell for the 
first time in six weeks on Tuesday but 
it did not interfere with the ball game 
which the manufacturers won from the 
wholesalers nor from serving grilled 
steaks throughout the day. Meanwhile, 
Carroll Seghers of the Gruen Watch Co. 
won the second leg on the golf trophy 
by beating Edward Jacobs 75 to 76. He 
must take the third leg to retain the 
trophy permanently. Seghers won the 
first leg two years ago. 

The entertainment committee for the 
A.N.R.J.A. meeting consistts of George 
Gruen, chairman; Clarence Loeb, vice- 
chairman, Arno Dorst, Albert Wallen- 
stein and Victor Gebhardt. 





Long Island, N. Y., Jewelers Adopt 
Code of Ethics 


Retail jewelers of Nassau and Suffolk 
Counties, Long Island, N. Y., organized 
as the Nassau-Suffolk Retail Jewelers 
Association, in a meeting on June 6 
agreed upon a code of ethics to be ad- 
hiered to by all members of the organiza- 
tion. This new association, which, ac- 
cording to Leon L. Jospe, secretary, has 
practically every jeweler in the two coun- 
ties among its members, will work for 
the general betterment of the retail trade 
and support of the retail jewelry code. 

The officers are: President, Ward I. 
Fancher, Glen Cove; vice-president, B. 
Gutowitz, Hempstead; second vice-presi- 
dent, L. Verbeeck, Hempstead ; secretary- 
treasurer, Leon L. Jospe, Glen Cove. The 
board of directors includes the officers 
and the following members: H. Gold- 
stone, Hempstead; S. Fried, Valley 
Stream; A. Weitzner, Port Washington; 
H. Einsohn, Huntington; R. A. Esslinger, 
Hicksville. 

The association was formed as a result 
of a meeting called in April by Mr. 
Fancher, chairman of the local retail 
jewelry code authority for Nassau County. 
At this meeting William Wagner, secre- 
tary of the Code Authority for the New 
York metropolitan district, talked to the 
Long Island jewelers about the code, ex- 
plaining its provisions and the methods 
of obtaining compliance. An organization 
meeting was held on May 16 and a con- 
stitution and by-laws adopted. Jewelers 
from more than 12 Long Island com- 
munities attended. -At the second meet- 
ing, June 6, the association had nominally 
75 members with 31 paid-up names on 
the roll. 

Meetings so far have been held at the 
Hempstead Elks Club. Those who desired 
have been coming at 7 p. m. for dinner, 
the business sessions beginning at 8. Fu- 
ture meetings are planned for several of 
the larger communities on Long Island. 










They will be held on the first Wednesday 
of each month. Speakers will be invited 
to attend. 





Maiden Lane Outing Club Holds 
Annual Event 


Members of the Maiden Lane Outing 
Club, headed by their president, Howard 
Hetherington, of the staff of THE JEWEL- 
ERS’ CIRCULAR, gathered at the Elks Club, 
Oakwood Heights, Staten Island, N. Y., 
June 2, for their annual outdoor frolic. 
A number of guests brought the attend- 
ance figure to 127. 

Following luncheon, the afternoon was 
given over to a program of sports. One 
of the highlights was a “rolling” contest, 
but the committee was unable to identify 
the winners. The losers could be easily 
identified by their disappointed expres- 
sions. The major prizes in the various 
events were awarded as follows: 

Bowling, Harry Mackay; 100-yard 
dash, F. Halpern; ball throwing, M. Hal- 
pern; fungo hitting, C. Schreiber; ball 
rolling, Harry Wiltshire; baseball game, 
Norman Ullrich’s team; indoor baseball, 
Jim Theise’s team; quoits, H. W. IIutch- 
ins and Will Lowe. 

Besides the three prizes given for each 
event, there were 53 other awards—all 
presented in the course of the dinner 
in the evening. 

The closing feature was a program of 
entertainment, featured by the eccentric 
dancing of Past President Al Betz. 

Arrangements for the affair were han- 
dled by the following committee: Ross 
Donaldson, chairman; Harry Bromley, 
Henry Green, Sam Cohen, Fred Peixotto 
and Harry Lynch. 

The following committee will be in 
charge of next year’s event: 

Bob Quayle, chairman; Harry Kretsch, 
Charles Parker, Louis Nussbaum, Sol 
Gordon and Tony Peters. 





Samuel A. Schreiber 


ProvipENCE, R. I., June 1—Samuel A. 
Schreiber, president of the Sterling Silver 
Mfg. Co., 70 Ship Street, died recently 
as the result of a heart attack. 

He was born Jan. 30, 1872, in New 
York City. He engaged in the retail 
jewelry business in Baltimore, Md., in 
1897 and later moved to New York City 
where he was in the leather goods trade 
for a time. In 1907, in association with 
S. D. Binge and Harry Sussfelt, he 
formed the Sterling Silver Mfg. Co. in 
this city with a New York office at 9-11 
Maiden Lane. About 1914 the New 
York office was moved to the Fifth Ave- 
nue building. 

Following the retirement of Mr. Suss- 
felt and Mr. Binge he continued the busi- 
ness alone under the same style until he 
sold the shop equipment. 

Deceased is survived by his widow, 
two sons, Charles and Jack, and a 
daughter, Mrs. E. J. London. 

The funeral was held from the River- 
side Memorial Chapel, New York, with 
burial in Brooklyn. 


44 











Administration Member Named 
to Two Code Authorities 


WasuincTon, D. C., June 8.—The Na. 
tional Recovery Administration has ap. 
nounced through the office of Division 
Administrator George L. Berry, appoint. . 
ment of Joseph V. Necas as Administra. 
tion member of the code authorities for 
the silverware manufacturing and watch 
case manufacturing industries. 

Mr. Necas, who now is employed by 
the P. Lorillard Co., Inc., New York, has 
had considerable business experience ag 
a buyer of hardware and mill supplies, 
He will serve in his present appointment 
during the pleasure of the Administrator, 





Paul Krakowsky 


Paul Krakowsky, of Krakowsky Bros,, 
diamonds, formerly at 15 W. 47th St, 
New York, died the night of June 10 in 
the Manhattan State Hospital, Ward's 
Island, after an illness of three months, 
He was 39 years old. His remains were 
cremated after services at the Fresh Pond 
Crematory on June 12. 

His firm has offices in Antwerp and 
Paris and owns a diamond mine in Brit- 
ish Guiana. 

He is survived by his widow, Mrs. 
Ruth Heller Krakowsky, and two sons, 
Richard and Thomas. 





Arthur Bradshaw 


Arthur Bradshaw, retired traveling 
representative of the International Silver 
Co., died suddenly from a heart attack 
on June 7 in Hot Springs, Va., where he 
had been vacationing with Mrs. Brad- 
shaw. He was 78 years old. 

Mr. Bradshaw was one of the best 
known salesmen in the silverware indus- 
try, having been connected with the trade 
since 1871, and except for his early years 
in the office he spent his life traveling 
among the larger cities of the East and 
Middle West. He retired 10 years ago. 

A native of Connecticut, at the age of 
22 years he joined the Meriden Britannia 
Co., starting as an office boy. Shortly after 
that he became private secretary to Hor- 
ace Wilcox, president of the company, 
later going on the road as a salesman. 
In 1898, when the Britannia company 
was absorbed by the International Silver 
Co., Mr. Bradshaw remained as a mem- 
ber of the sales organization. 

For the past 30 years he resided at 44 
Morningside Drive, New York, where he 
settled at the time of his marriage. He 
is survived by his widow, Mrs. Ingomar 
Bradshaw, and a sister, Miss Eliza Brad- 
shaw. 

Funeral was held from Campbell’s 
Funeral Parlor, 66th St. and Broadway, 
New York. 





Platinum Prices 


Platinum prices, as of June 26, were 
officially quoted as: 





Oe ee SOT Ee eT eer $36.00 
Containing 5% TSG. . i cccccccccese 37.25 
Containing 10% Iridium.............--- 38.50 
Do Sg Peer mccrrcan . . .60.00-65.00. 
ND 352 teen meses beers 23.00-24.00 
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Chicago Jewelers Association Holds 
Enjoyable Golfing Tournament 


Cuicaco, June 15.—Wednesday, June 
13, was a red-letter day for the golfers 
of the Chicago Jewelers’ Association. 
More than 50 members of the trade spent 
the day and evening at Bunker Hill 
Country Club, and the day was ideal. 

Many of the players had a practice 
round in the morning, but the regular 
tournament started at 1 o'clock, following 
lunch. Dinner was served at 7 o'clock 
and following that President Howard 
Schaeffer presided for the first time since 
his election last month. He congratu- 
lated those present upon the wonderful 
day they had and thanked the golf com- 
mittee, of which M. J. Kelly is chairman, 
for the excellent program. 

President Schaeffer then asked Mr. 
Kelly to award the prizes, which were 
as follows: Low gross, M. J. Kelly (78) ; 
first low net, R. S. Hurlburt; second low 
net, George Cureton; third low gross, 
Gordon Petersen; second low gross, 
Harry Hellman; fourth, fifth, sixth and 
seventh low nets were given to Frank 
Moran, J. K. Marshall, Jake Swartchild 
and A. C. Becken, Jr. Guest prizes for 
low gross and two low nets were award- 
ed to Al Lapham, Wm. Rudolph and 
Warner Von Buelo. 

Music, songs and fancy dancing were 
on the program of entertainment during 
the entire evening. 





Available Exhibition Space for 
N.A.C.J. Convention Sold 


CuHIcaGo, June 12.—The National As- 
sociation of Credit Jewelers announces 
that all available exhibition space for 
the eighth annual convention and jewelry 
exhibition, to be held at Hotel Sherman, 
Sept. 24 to 28, has been sold, and that, 
with the exception of a few sample rooms 
on the second floor of the hotel, there will 
be no more exhibition space available. 

Great interest in the convention is also 
manifested by retail jewelers throughout 
the country, and hotel reservation by 
members and others have been coming 
in rapidly. It is suggested that all retail 
jewelers who plan to attend this conven- 
tion, whether they are members of the 
association or not, make their reserva- 
tion through the executive office at the 
earliest possible moment, in order that 
they may be assured of getting desirable 
rooms. 

A complete list of the manufacturers 
exhibiting at the convention follows: 
Louis Adels; Art Ivory Mfg. Co.; Art 
Metal Works; Astorloid Mfg. Co.; 
Bausch & Lomb Optical Co.; Buffalo 
Jewelry Case Co., Inc.; Bulova Watch 
ce. Buss-Linthicum-Thorson, Inc.; A. 
Cohen & Sons; Continental Silver Com- 
pany, Inc.; Henry Davidson & Sons; 
Elgin National Watch Co.; England, 
Klein & Levy; General Electric Co.; 
Goldman-Kolber Co., Inc.; Goodman & 
Co.; B. & E. J. Gross Co., Inc.; Paul R. 
Gruen, Inc.; Gruen Watch Co.; Hamil- 


‘ton Watch Co.; Helbros Watch Corpora- 


tion ; A. Hirsch & Co.; International 
Silver Co.; Jennings Silver Co.; Edwin 
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M. Knowles China Co.; Lehman Brothers 
Silverware Corporation; Manheimer 
Watch Co.; Manning, Bowman & Co.; 
Mohawk Brush Co.; Monarch Watch 
Co.; I. Ollendorff Co., Inc.; Oneida 
Community, Ltd.; M. A. Reich; Roth- 
man & Baden, Inc.; Schless-Harwood 
Co.; Silberman, Kohn & Wallenstein, 
Inc.; Stein & Ellbogen Co.; Louis Stern, 
Inc.; Stern & Stern; Stetson China Co.; 
Tavannes of America, Inc.; Underwood- 
Elliott-Fisher Co.; Warner Jewelry Case 
Co.; West Bend Aluminum Co.; Wolf- 
scheim & Sachs Co., Inc., and John R. 
Wood Sales Corporation. 

The association is planning an unusual 
and interesting business program for this 
convention. In addition to instructive 
talks on the various problems of the retail 
credit jewelers, there will be a number of 
interesting demonstrations of window 
dressing, store arrangements, lighting ar- 
rangements, and advertising layouts. 





William M. Irion, Sr. 


LoulIsvILLE, Ky., June 3—William M. 
Irion, Sr., 51 years old, for 25 years con- 
nected with the firm of Matt Irion & 
Sons, jewelers, died at 5:10 o’clock Sat- 
urday afternoon at his residence, 3508 
West Broadway, of an organic disorder. 
Mr. Irion worked until six weeks ago, 
when illness forced him to remain at 
his home. 

He was a member of the Junior Order 
United American Mechanics, Aurora 
Lodge Masons, Louisville Turners, Scot- 
tish Rite, Fraternal Order of Eagles, 
American National Retail Jewelers’ As- 
sociation, former president of the Ken- 
tucky Retail Jewelers’ Association and 
former treasurer of the Louisville Better 
Business Bureau. 

He is survived by his widow, Mrs. 
Katherine Miller Irion; a son, William 
Matt Irion, Jr.; two daughters, Mrs. 
H. G. Whittenberg and Miss Ida Marion 
Irion; his father, Matt Irion, and a 
brother, Alvin B. Irion. 

Funeral services were held at 2:30 
o'clock Monday afternoon at the resi- 
dence. Burial was in Cave Hill Ceme- 
tery. 





G. C. Schaefer 


RocHesTer, N.Y., June 15.—George C. 
Schaefer, 68, Rochester jeweler for more 
than 45 years, died May 31 at his home, 
65 Normandy Ave. 

Mr. Schaefer was born in New York, 
and came to Rochester at the age of 21. 
He entered the employ of the Ettenheimer 
Company, and was connected with the 
firm for 26 years. 

In 1912 he organized the firm of 
Schaefer & Hartel, jewelers, in partner- 
ship with Edward G. Hartel. The part- 
nership was dissolved in 1933, and Mr. 
Schaefer reorganized the business as the 
George C. Schaefer Co. 

He was past president of the Roches- 
ter Retail Jewelers’ Association, and was 
secretary of the Independent Order of 
Foresters for the past 20 years. 

He is survived by his widow, Mrs. 
Agatha Hahn Schaefer; four daughters, 
the Misses Frances E., Madeline A., and 
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Marion A. Schaefer, and Mrs. Walter G. 
Brayer; a son, Charles G. Schaefer; and 
four grandchildren. 

Funeral services were conducted at 
his home and at St. Augustine’s Church. 
Burial was in Holy Sepulchre Cemetery. 





Many Addresses on Gems Given by 
Retail Jewelers 


Los ANGELES, June 15.—There is a 
growing interest on the part of the pub- 
lic in the scientific side of gems. Mem- 
bers of the Gemological Institute and 
students are receiving an increasing num- 
ber of requests to give talks on gems 
from the scientific angle before service 
clubs, women’s clubs, as well as before 
groups of jewelers. 

Among the jewelers who have recently 
made such addresses are: 

Wilson T. Clark of Thorpe & Co., 
Sioux City, lowa, who gave a talk before 
a women’s club on the “Romance of 
Gems.” 

H. C. Kirkberg, Fort Dodge, Iowa, 
who gave a lecture on Gem Stones be- 
fore the Rotary Club of his city. 

Edwin E. Olson, Milwaukee, was 
chosen as the speaker of the evening be- 
fore the Alumni of the Master School of 
Technology, and he gave an interesting 
talk on gems. 

F. Otto Zeitz, Chicago, gave a talk on 
“Diamonds” before the Kiwanis Club. 

Burt Hann, Lawton, gave a lecture on 
Gem Stones at the Oklahoma State con- 
vention in Oklahoma City. As a result 
of this talk, he was asked the same day 
to talk over a radio station in Oklahoma 
City on gems. 


Frank O. Merrill 


Cuicaco, June 18—Frank O. Merrill, 
aged 55 years, secretary of Wm. E. Ren- 
ich Co., Inc., 209 S. State St. died on 
Saturday, June 9 at the home of Wm. E. 
Renich, 2115 Birchwood Ave. Mr. Mer- 
rill was a brother of Mrs. Renich, who 
died a few years ago. 

Mr. Merrill, who was born in Abeline, 
Kan., has been associated with the Wm. 
E. Renich Co. for many years and was 
well and favorably known in the trade. 
He was never married. 

Mr. Merrill was an active and promi- 
nent member of Calumet Council Knights 
of Columbus and Imperial Council Na- 
tional Union Assurance Society. Funeral 
was at Rosehill Cemetery on the 12th. 
Deceased is survived by his mother. 





Price of Silver Bars 


|e Newly- 
Government New Mined 
London Assay Sell- York Domestic 
Date Official ing Price Official Silver 
June 5.. 19} 47% 44% 641% 


June 12.. 19% 47% 45 64% 
June 19.. 1933 47% 45% 64% 
June 26.. 2045 47% 45% 64% 





Julius Goodman and Son Inc., now in 
the Bank of Commerce Arcade ground 
floor in Memphis, Tenn., have taken a 
lease on 43 S. Main and will move there 
Sept. 1. 
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FROHMAN 


at your service 


in ZONES 7-8-13-17 





an extra small 


Fairmont . . 
new wrist model available in 
i4K filled gold, white or 
natural yellow. Retail Price 
$52.50. 


As an authorized source of 
fine Hamilton Watches, we 
offer our facilities to keep 
you in stock and prepared 
to meet your customer’s 
requirements. 


Hamilton Watches are 
famous for their smart 
appearance and “railroad 
accuracy.” Two of the most 
popular styles are illus- 
trated, but we can supply 
you with the entire line. 
If you are in ZONES 7-8- 
13-17, let us cooperate 
with you. 





























. A splendid watch 
for everyday use. Available 
in 10K filled gold, white or 
natural yellow. With lumin- 
ous dial $37.50. With raised 
gold figure dial $40.00. 


FROHMAN & CO. 


18 West Seventh Street 
CINCINNATI 


Dixon . 





OHIO 
















New York Jeweler Held to Explain 
Disappearance of Gems Worth 
$71,000 
Max Klein, 2 W. 46th St., New York, 


was arrested on June 13 on a charge of 
grand larceny growing out of the disap- 
pearance of 12 diamonds worth $71,000 
which he had obtained on memorandum 
from eight stone dealers. He appeared 
before Magistrate Brodsky in the West 
Side Court and was held for the grand 
jury in $20,000 bail. The bail was later 
reduced to $10,000. 

Police said that they had been moved 
to arrest Klein because of alleged conflict- 
ing stories he told regarding what had 
happened to the diamonds. Police report 
he appeared in the W. 47th St. police sta- 
tion and told Detective Patrick J. Man- 
ney that he had been robbed of the gems 
while lying in a faint on the stairs lead- 
ing from the main lobby of the Hotel 
Astor to the washroom. According to the 
detective, he said that he was to have 
delivered the goods to a_ prospective 
buyer from London. Klein’s office had 
received a telephone message from him 
that morning informing the jeweler that 
he would be unable to come there at 2.30 
p. m., when their appointment had been 
fixed. Frederick Victor, gem dealer, of 
22 W. 48th St., who had given Klein 
$19,000 worth of the stones on memo- 
randum, which stones he had in turn 
obtained from Walter Levy, 607 Fifth 
Ave., came to Klein’s office at 1 p. m. the 
same day and asked for the stones. Klein 
promised to have them for him at 2.30. 
He was next seen by the detective at the 
police station. 

On June 13, when Manney arrested 
Klein, police allege that the jeweler 
changed his story, claiming that he had 
given the stones to the London man, and 
that he had lost them while having them 
appraised. This was five days after a 
man giving the name of Ross had sailed 
for England, on June 8. 

The 12 stones, which included eight 
loose diamonds and four set in rings, 
were obtained by Klein from the follow- 
ing jewelers: Frederick Victor, 22 W. 
48th St.; Max Korall, 2 W. 46th St.; D. 
Davidson, 1 W. 47th St.; John Weiss, 580 
Fifth Ave.; Harry Winston, 527 Fifth 
Ave.; A. Wolfson, 22 W. 48th St.; Jo- 
seph Rosenberg, 608 Fifth Ave., and 
Schenck & Van Haelen, 228 E. 45th St. 


Injunction Granted Against Jamaica 
Auction Galleries, Inc. 


The Appellate Division on June 21 re- 
versed the decision of Justice Mitchell 
May of the Supreme Court of New York 
State in which he refused to grant a tem- 
porary injunction against the auction sale 
conducted by the Jamaica Auction Gal- 
leries, Inc., ruling that “the acts of the de- 
fendant are violative of the law and the 
provisions of the code of fair competition 
of the retail jewelry trade.” 

The complaint against the Jamaica 
Auction Galleries, Inc., was made by 
Harry Gross, who operates a store across 
the street from where the auction house 
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opened up. David H. Greenberg, attor. 
ney for Mr. Gross, charged that there 
had been a violation of the Shacknel| 
Act, which makes all NRA codes pay 
of the laws of New York State. The 
retail jewelry code provides than an aye. 
tion of jewelry merchandise at retajj 
may be held only for the purpose of 
legitimate liquidation or in case of dire 
necessity, and that in order to hold such 
a sale, a permit from the Local Retajj 
Jewelry Code Authority must first be 
obtained. The defendant in the case had 
not received a permit. 

The decision ruled that “The plaintif 
should bring the action to trial promptly 
so that it may be determined whether or 
not the defendant is, in fact, as now ap- 
pears to be the case, violating the code 
above mentioned. If, through any fault 
of the plaintiff, the case is not promptly 
moved for trial, the defendant has leave 
to move to vacate the temporary injunc- 
tion.” 

The ruling of the court was a majority 
opinion with Justices Young, Hagerty, 
Scudder and Davis concurring, and Jus- 
tice Lazansky dissenting on the ground 
that the case involved questions of law 
and fact which should be decided in a 
trial and not in a hearing on affidavits, 

Although the Jamaica Auction Gal- 
leries finished its auction and closed up be- 
fore the injunction was granted by the 
Appellate Division, the decision may have 
important bearing on future cases of a 
like nature. Mr. Greenberg, who for 
years has been associated in the jewelry 
trade as counsel for the Executive Board 
of Retail Jewelers Associations of New 
York, believes that the decision constitutes 
a major victory for the retail jewelers of 
this state and will be an important legal 
precedent. 


Controlled Distribution for 1847 
Rogers Bros. and Wm. Rogers & 
Son Silverplate 


International Silver Co. announces, be- 
ginning July 1, 1934, the policy of con- 
trolled distribution for 1847 Rogers Bros. 
silverplate and Wm. Rogers & Son silver- 
plate. This policy has been adopted to 
insure fair competition and _ legitimate 
profits for every distributor and dealer 
handling these lines. 

Realizing that the foundation of the 
silverware business is the retail trade, 
International Silver Co. purposes to do 
all possible to make that foundation firm, 
by promoting the best interest of the 
dealer. Controlled Distribution, we are 
confident, will go a long way in accom- 
plishing this objective. 

To this end, the list of wholesale dis- 
tributors has been restricted to those 
whose present attitudes and past perform- 
ances give assurance of successful conduct 
of their functions as distributors and ade- 
quate coverage. 

To qualify as a wholesale distributor 
the requirements are very strict. This 
means that fewer jobbers will handle 
these two lines but that each of these will 
be an ethical source of supply, equipped 
to meet the demands. 
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Omaha and Council Bluffs 
Participate in Field Day 


Omana, NeB., June 15.—Jewelers of 
Omaha and Council Bluffs staged a stag 
dinner and frolic Thursday night at Ak- 
Sar-Ben Field. All branches of the jewel- 
ry trade were represented, with 200 per- 
sons attending. 

The shop employees’ softball team 
trounced the retail clerks, 16 to 12. O. C. 
Homann won the horseshoe pitching con- 
test. Egg races and pranks completed the 
program. The picnickers also listened 
to the Baer-Carnera fight broadcast. 

The program was arranged by a com- 
mittee consisting of M. M. Dorcy, chair- 
man; William Yard, R. P. Kraatz, E. 
Edwards, Tinley L. Combs and E. A. 


Arb. 


Hearing to Decide L. & C. Mayers 
Co.’s Right to Use Code Eagle 
Set for Early in July 


Testimony on the question of whether 
the L. & C. Mayers Co., Inc., is subject 
to the provisions of the retail jewelers’ 
code will be taken at a hearing to be held 
early in July at the offices of the Com- 
pliance Division of the NRA, 45 Broad- 
way, New York. This hearing was sched- 
uled for June 8 and 18 successively, and 
was finally set about two weeks ahead 
at the request of the Mayers concern, who 
said that its counsel was suffering from 
an illness. 

Following a hearing in Washington 
May 24 and 25 the NRA on May 31 re- 
leased a statement that among those firms 
from which the Blue Eagle had been with- 
drawn, and who would also be denied the 
new code Eagle, was the L. & C. Mayers 
Co., Inc., 545 Fifth Avenue, New York, 
for alleged violation of the provisions 
against false advertising and false price 
listing of the code for the retail jewelry 
trade (Release No. 5433). On June 4 
announcement was made (Release No. 
5523) that “due to a question which has 
arisen as to the propriety of classifying 
this firm under the Retail Jewelry Code, 
the right to display the NRA insignia 
has been restored to it, pending a final 
decision as to whether it is subject to this 
code.” 

The complaint against the L. & C. 
Mayers Co., Inc., was filed by the Local 
Retail Jewelry Code Authority for the 
New York Metropolitan Area. 





Sales of Old “Gold Filled” Articles 
May Continue to Jan. 1, 1935 


Wasuincton, D. C., June 15.—The 
standards for gold covered articles which 
were finally adopted by the conference 
held in this city Sept. 21, have been modi- 
fied by a ruling which will permit retail 
jewelers to sell up to Jan. 1, 1935, their 
old stocks wherein the articles have not 
been marked in conformity with the pres- 
ent standard. 

The rulings which were adopted under 
a conference held under the auspices of 
the Division of Trade Standards of the 
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Bureau of Standards were finally ac- 
quiesced in by all sections of the jewelry 
trade and the effective date of clearance 
of the existing stocks was first settled as 
of July 1 of this year. In an announce- 
ment sent out by I. J. Fairchild, chief, 
Division of Trade Standard today, he 
said: 

“Agreeable to the understanding of the 
general conference, and on request of the 
American National Retail Jewelers As- 
sociation, reviewed by the Standing Com- 
mittee, the effective date for clearance 
of existing retail jewelers’ stocks not 
marked in conformity with Commercial 
Standard CS47-34 is hereby extended to 
Jan. 1, 1935. 

“This will allow an additional six 
months for clearance of existing retail 
jewelers’ stocks which were manufac- 
tured prior to the date on which the com- 
mercial standard became effective for 
new production. Additional extensions 
for clearance of such stocks are not con- 
templated.” 


Twenty-third Semi-Annual Tourna- 
ment of N.E.M.J.G.A. Played Over 
Rhode Island Country Club 
Course 


ProvipDENCE, R. I., June 6—Sam Ham- 
lin found the Rhode Island Country Club 
course a bit too much of a barrier to 
hurdle in his quest for the B. J. Doyle 
trophy at the 23rd semi-annual tourna- 
ment of the New England Manufactur- 
ing Jewelers Golf Association yesterday. 
Seeking to retire the trophy with a third 
victory, Sam was defeated by two strokes 
by Ceda St. Pierre, whose outward round 
was a picture of almost perfect golf and 
whose gross of 83 placed his name on the 
trophy for the first time. Mr. Hamlin 
already has two legs on it, winning it in 
1931 and 1933, with Walter Allen’s name 
also inscribed on the trophy for his vic- 
tory in 1932. 

There were ~ 91 contestants, a_ field 
which is a record-breaker for the asso- 
ciation. Besides the award for low gross 
taken by St. Pierre, there were 10 net 
prizes for members, four net prizes for 
guests and a prize for the highest net 
score. 

Net prize winners among the members 
were as follows: First—W. Henriksen, 
93—20—73; second—J. C. Cutshaw, 91— 
17—74; third—Harold Lister, 94—20— 
74; fourth—Fred Moulson, 104—30—74; 
fifth—E. G. Hultman, 104—30—74; sixth 
—Walter Allen, 95—20—75; seventh— 
Lawrence G. Balfour, 95—20—75; eighth 


—J. J. Poland, 99—24—75; ninth—C. . 


Blackinton, 107—32—75; tenth—Fred 
Schwinn, 101—25—76. 

The winners of net prizes among the 
guests were: First—Ezra Dixon, Jr., 88— 
14—75; second—Ray Moran, 98—24—74; 
third—R. T. Benedict, 103—28—75; 
fourth—James Hennessey, 107—32—75. 

Only seven in the entire field broke 90, 
with Allen Chatterton of Pawtucket ty- 
ing St. Pierre’s 83. But Mr. Chatterton 
was a guest and his 79 net finished out of 
the prize division. 
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Diamonds and Colored Stones 
Improved in April 


WasHINGTON, D. C., June 12.—The 
total value of the diamonds imported 
during the month of April as just re- 
ported by the Bureau of Foreign & Do- 
mestic Commerce was $725,048. Of this 
the value of the rough stones was $108,- 
090 and those of the cut stones, $616,958. 

During the same month we imported 
pearls valued at $35,519; rough pre- 
cious stones, $5,186; cut precious stones, 
$51,110; imitation cut precious stones 
(except opaque stones), $52,693 and 
opaque precious stones and imitations, 
$2,067. 





Imports & Exports of Watches & 
Clocks During April 


WasuHincTon, D. C., June 12.—Watches 
imported during April are given by the 
Department of Commerce to have 
amounted to $196,809 and imports of 
watch parts, $36,209. The value of 
jewels imported at the same time was 
$47,549. 

During the same month our clock 
imports amounted to but $1,480, and that 
of clock parts, $8,386. 

During April our exports of Amer- 
ican mantel, novelty and wall clocks 
amounted to $10,131, and that of other 
clocks and parts was $11,601, while our 
exports of alarm clocks were given as 
$25,949. 

Exports of American watches without 
jewels amounted to $6,458 and watches 
with jewels but $125. Parts of watches 
exported during April are given as $8,- 
103. 





Benjamin S. Rheingold 


Benjamin S. Rheingold, general man- 
ager of Wolfsheim & Sachs, Inc., jewelry 
case manufacturers, 20 W. 47th St., New 
York, and associated with that concern 
for 20 years, died at his home, 1185 An- 
derson Ave., the Bronx, June 20, after a 
long illness from a complication of dis- 
eases. He was 40 years old. Funeral was 
held June 22 from the Riverside Memo- 
rial Chapel. 

He is survived by his widow and two 
children. 





R. D. Stocking 


LoweLL, Micu., June 6.—R. D. Stock- 
ing, a descendant of Rix Robinson, pio- 
neer, and who for more than 50 years 
had a jewelry and optical store here, died 
Tuesday night at his home. After attend- 
ing a funeral in the afternoon he com- 
plained of feeling ill and on the advice 
of his physician retired. He died while 
sleeping. 

A charter member of the Board of 
Trade, he had held several executive 
positions in the Masonic order and for 
more than 50 years was organist in the 
Congregational church here. He was ac- 
tive in business, fraternal and _ social 
circles. 

Surviving are a daughter, Mrs. Hazel 
Kropf of Lowell, and a son, Dr. Bruce 
Stocking of Chicago. 














































AGGRESSIVE SALES 
ORGANIZATION: — 


Seeks a line of potential vol- 
ume which can be merchan- 
dised through the Jewelry 
trade, Department Stores and 
jobbers. 


This organization (now form- 
ing) is headed by the chief 
sales executives of a nationally 
known manufacturer in this 
field with high-grade person- 
nel, possessing expert knowl- 
edge of promotional merchan- 
dising. 

Only lines that can be sold 
through the leading stores can 
be considered. 


Manufacturers desiring to re- 
lieve themselves of sales prob- 
lems and expense, or wishing 
to introduce a separate line, 
may find this of particular 
interest. 


Interviews Solicited 
Address “New York, 1683” 
Care of JEWELERS’ CIRCULAR 
239 W. 39th St., New York 




















Watchmakers, 
ATTENTION ! 


Would you like to have a com- 
plete course in ADJUSTING by 
an authority in this interesting 
subject? Theo. Gribi gives an 
exhaustive treatment of the gov- 
erning laws and the most prac- 
tical methods in his book, 
“PRACTICAL COURSE IN 
ADJUSTING.” Over 200 pages 
including many plates, tables 
and charts. Invaluable informa- 
tion. A complete coverage of 
the subject by a master work- 
man — practical rather than 
purely technical. 


Convenient size, nicely bound. 
Price $1.50. 


THE JEWELERS' CIRCULAR 
239 W. 39TH ST., NEW YORK 

















Eastern Manufacturers and Im- 
porters, Inc., to Open Gift Show 
in Chicago on July 30 


The twentieth semi-annual show of the 
Eastern Manufacturers and Importers Ex- 
hibit, Inc., will open in Chicago on July 
30, and will continue through to Aug. 
10, at the Palmer House in that city. 

The entire seventh and eighth floors 
will be given over to exhibits of lines 
which are leaders in their respective 
fields. Art and gift ware from all 
corners of the globe will be shown for 
the benefit of retail jewelers who visit 
this big show. 

The show has grown during the past 
ten years from a start of 20 exhibitors to 
nearly 300 and this years’ show is ex- 
pected to eclipse all previous records both 
in the quality and diversity of the mer- 
chandise to be shown. 

Through the efforts of the managing 
director, George F. Little and his staff 
every facility will be extended to visit- 
ing jewelers to buy their fall and winter 
stocks at the Eastern Manufacturers 
Show. 





New York Manufacturer Robbed of 
$20,000 in Gems and Mountings 


Returned recently from a western trip, 
Jack Fisher, of Fisher Bros., 36 W. 47th 
St., manufacturers of platinum mountings, 
reported to THE JEWELERS’ CIRCULAR that 
on June 18, $20,000 worth of diamond 
watches, bracelets and platinum mount- 
ings were stolen from his room in the 
Hotel Baltimore, Kansas City. 

The jeweler had arrived there on the 
preceding Saturday. After visiting his 
customers on Monday he returned to the 
hotel about 6.30 p. m., where he met a 
customer waiting forhim. Together they 
went to Mr. Fisher’s room to look at his 
stock. The customer bought nothing and 
left. Contrary to his habit of immediately 
depositing his goods in the vault, the 
jeweler left his case and a portfolio con- 
taining the merchandise in his room while 
he went out for supper. Half an hour 
later, at 7.30 p. m., he came back to find 
the door forced and the jewelry gone. 

Mr. Fisher said that he had no insur- 
ance due to the fact that a broker to 
whom he had given $800 to pay his 
premiums, had misappropriated the funds. 





West 57th Street,, New York, Shop 
Looted of $16,000 in Jewelry 


Bandits held up the shop of Sampson 
Eisenberg and Maurice Davidson, retail 
jewelers at 58 W. 57th St., New York, 
the morning of June 21 and emptying the 
safe and show window of their contents, 
escaped with merchandise totalling $16,- 
000 in value. The jewelry, which was 
completely insured, was in the store on 
consignment. 

Mr. Eisenberg had just finished arrang- 
ing the window and cases and was sweep- 
ing the shop when two men entered, one 
with a revolver. The bandits bound and 
gagged the jeweler and left him on the 
floor in the back room. He was able to 
attract assistance by kicking against a 
back door after the men had left. 
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The jeweler reported that one of the 
bandits said to him, “Don’t be frightened, 
This stuff does not belong to you. Get jn 
the back room.” 

Eisenberg and Davidson, doing business 
under the name of Maurice, opened their 


store June 1. 





Receiver of Stolen Metal Gets Yea; 
in Penitentiary 


Morris Kreisworth, confessed receiver 
of platinum and gold stolen from Sigmund 
Cohn, refiner, at 44 Gold St., New York, 
by an employee, Cleo L. Prescott, also 
confessed, was sentenced to one year in 
the State Pennitentiary by Judge Fennelly 
in the court of General Sessions on June 
25. Prescott, who had worked for Mr. 
Cohn for 13 years, will come up for 
sentence on Sept. 10. 

The two men were apprehended by 
Detective Lewis L. Barrett and an in- 
vestigator for the Jewelers’ Security Al- 
liance. 





Louisville Retail Jewelers Hold 
Social Gathering 


LouisviLLE, Ky., June 2—The largest 
attendance on record at a retail jewelers’ 
meeting in Louisville was that recorded 
on the evening of May 23, when the 
Louisville Retail Jewelers Association 
arranged a dinner and entertainment at 
the Brown Hotel, with the ladies and 
members of the jewelers families and 
employed invited, and resulting in a total 
turn-out of 68. 

There were card games and a number 
of prizes donated by the jewelry firms. 
G. F. Geiger, of Geiger & Ament, presi- 
dent of the association, presided. Talks 
were given by Will Sales, Charles 0, 
Schneider, Leslie G. Katzman, and Max 
Levi. There were no visitors, or out- 
side speakers, and it was a strictly home 
affair. 

Charles O. Schneider was chairman of 
the entertainment committee. 





Price Reduction in Art Metal Line 


After careful survey of the trend of 
consumer buying habits and a series of 
interviews with the buyers of the distrib- 
utors of their line, the Bradley & Hub- 
bard Mfg. Co., maker of chromium, 
bronze and silver plate metal ware, 
Meriden, Conn., with show rooms at 200 
Fifth Avenue, New York, has announced 
a general price reduction of 20 per cent 
on all metal ware and a decrease of 25 
per cent on the line of lamps with the ex- 
ception of a few numbers, which are re- 
duced 20 per cent. 

This new price announcement super- 
sedes the prices listed in the new Bradley 
& Hubbard catalog, “Distinctive Metal- 
ware,” recently sent to the trade. The 
price reduction was made possible, it 
was announced, through economies ef- 
fected at the factory, improved methods 
of production, and in anticipation of a 
resulting increased volume. There will 
be no change in the quality of the mer- 
chandise offered at these lower prices. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


David Weisberger, formerly with Arn- 
stein Bros. & Co., 20 W. 47th St., is now 
associated with Edward Piper, diamond 
importer, 580 Fifth Ave. 


Announcement has been made of the 
marriage of James Theise, of the Acme 
Ring Mfg. Co., Inc., 445 S. 10th St., New- 
ark, N. J., to Miss Adeline von Thum, 
of Jersey City. 

C. P. Wong, of the Chinese Gems Co., 
Inc., 20 W. 47th St., is now in China 
visiting the jade and semi-precious stone 
markets in Shanghai and Canton. Mr. 
Wong will return home in September. 


George J. Klinick, of the Heller-Hope 
Co., New York, spent two weeks in Chi- 
cago in June calling on the trade with 
their Western manager, Jack Alberts, 
and taking in the sights at the Century 
of Progress. 


Kaspar & Esh, Inc., manufacturing 
jewelers, 350 W. 31st St., has announced 
that Al Sturtz has taken over the Middle 
Western territory and will have his head- 
quarters in Chicago. Sol B. Esh has sev- 
ered his connection with the concern. 


Schenck & Van Haelen of New York 
City have filed an application with the 
United States Tariff Commission asking 
for an increased duty on cut diamonds. 
The application has been filed with the 
commission “for investigation under the 
provisions of Section 336 of the Tariff 
Act of 1930.” 


The French fliers, Capt. Rossi and 
Comdr. Codos, who were the first fliers 
to successfully span the Atlantic Ocean 
both ways in their ’plane Joseph Le Brix, 
made a visit to A. Wittnauer Co. a few 
days ago to pay their respects and to 
deliver the Longines navigation watch, 
Lindbergh type, which they have used on 
both crossings for their navigation work. 


Using an iron bar, window smashers 
broke both front windows of the Schwartz 
Bros. store, 580 Fifth Ave., corner of 47th 
St., at about 3.30 a. m. Sunday morning, 
June 10. Apparently frightened away by 
an approaching passerby, they fled with- 
out taking any of the merchandise which 
was on display. One window contained 
about $3,500 in gold jewelry and novel- 
ties, the other was devoted to an arrange- 
ment of Lektrolites. 


Murray Stern, doing business as Mur- 
ray’s Credit Jewelers, 403 W. 42nd St., 
New York, was held for trial in Special 
Sessions and released in $500 bail at a 
hearing before Magistrate Guy Van 
Amringe in the Commercial Frauds Court, 
300 Mulberry St., on June 1. Stern is 
charged with a violation of the Shacknell 
Act of New York State, which makes 
failure to comply with any NRA code a 
misdemeanor. The assistant district at- 
torney was assisted in the preparation of 
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the case by B. W. Brock of the Better 
Business Bureau of New York and by 
William Wagner, secretary of the Local 
Retail Jewelry Code Authority. 


S. Bernard delivered a lecture on “The 
Romance of Time Telling” before Pub- 
lic School No. 9, Brown Pl. and 138th 
St., the Bronx, on June 13. Numerous 
illustrations were used in connection with 
the lecture. Mr. Bernard is instructor 
in watchmaking in the Central School 
of Business & Arts at 214 E. 42nd St. 
Jacques Le Roy, New York watchmaker 
and jeweler, led a class discussion before 
the young watchmakers at the school on 
June 21. The class visited the James 
Arthur horological collection in the li- 
brary building at New York University 
Heights on June 20. Professor Hering, 
author of “The Lure of the Clock,” and 
curator of the collection, was host to the 
class. 


A solid silver medal is missing from 
the W. Green Electric Co., 182 Broad- 
way, and Mr. Green is very anxious to 
recover it. The medal was presented to 
Mr. Green at the time of the Lewis and 
Clarke Centennial Exposition held at Port- 
land, Ore., in 1905 as an award for origi- 
nating the first electric polishing machine 
for jewelers and was the only medal pre- 
sented in that class. It was missed on 
Friday, June 22. It is about two and 
seven-eighth inches in diameter and was 
in a black frame against a plush back- 
ground. At the left on one side is a 
representation of the rising sun with rays 
and at the right the figure of a woman 
with flowing hair shown pointing to the 
sun. Two other figures representing in- 
dustry also appear. On the other side is 
a wreath and around the border of the 
medal is the inscription “Lewis and Clarke 
1905.” Its intrinsic value is only about 
$10 if sold as old silver. If offered for 
sale it is requested that THE JEWELERS’ 
CIRCULAR be notified. 


The regular monthly meeting of the 
Bronx Retail Jewelers Association was 
held June 12 at Castle Hall, 149th St. and 
Mott Ave. The chief subject of discus- 
sion was the proposed campaign of co- 
operative advertising, introduced by 
Henry Astor of Manhattan at the last 
meeting of the Executive Board and re- 


ferred to the various associations for 


consideration. The plan was presented 
by George Korsunsky, president of the 
organization, and after some debate he 
appointed a committee to study the feasi- 
bility of the idea. This committee in- 
cludes William Schneiderman, chairman; 
Jack Schwartz and Samuel Hahn. Wil- 
liam Wagner, secretary of the New York 
Code Authority, announced that hence- 
forth Blue Eagles in this district would 
be distributed by his office. After the 
(Turn to page 50) 
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Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 





Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. $. Watch Dial Mfg. Corp. S:S5 YOR 








WATCH STRAPS 


We are now supplying quality leather watch 
straps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us now and profit by our experi- 
ence. Retailers order thru jobbers. 


WESTERMAN MFG. CO. 
136-140 W. 21st St., New York, N. Y. 















REFINISHED LIKE NEW 
HIGH GRADE EUROPEAN METHOD 
24 Hour Service 
Write for Price List 


ROYAL DIAL & Rem wees co. 
116 Nassau St., New York, N. 
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CHINESE GEMS CO. 


JADE INC. 


Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 








Colored Watches 
to Match 
Summer Costumes 


DE FRECE WATCH Co., INC. 


48 West 48th St., New York 


EXPERT REPAIRS 


SI LVERWARBE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY .2"7,,,2th st 

















KENNGOTT BROTHERS 
80 Nassau Street, New York, N. Y. 


JEWELRY REPAIRING and 
SPECIAL ORDER WORK 
Real and imitation Shell Combs— 


Baby Shoes Metalized— 
Genuine VARNISTARS and VARNICROSSES— 
Prompt Mail Service 




















HAIRSPRINGS 





AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 


6 RE 
SWISS HAIRSPRING SERVICE, Ine. 
116 Nassau Street, New York City 
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WHERE TO BUY 


REPAIRING 


JEWELRY — SILVERWARE 


SOLKY BROS., Inc. 


142 Fulton St., New York 


ROUGH OPALS 


DIRECT FROM AUSTRALIA 


Large Trade Parcels in 50 or 100 
oz. Lots from $1.00 to $10.00 


per oz. 
Also Black Opals and Collectors 
Specimens 








Write for Free Lists 
N. H. SEWARD 457 Bourke St. 
Melbourne, Australia 





INDESTRUCTIBLE CRYSTALS 
: Guaranteed For 1 Year 
} WILL NOT BREAK, DISCOLOR OR 
FALL OUT 


Instrument Glasses Replaced 
Samples and Prices on Request 


XL WATCH CRYSTAL CO. 


206 Broadway New York, N. Y. 
Tel. COrtland 7-9665 














USE 
DIAMOND 
SCHICKSNAPS 


IN GOLD GR PLATINUM 
FOR YOUR 


CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 
































Cultured Pearls in all Sizes 


or Mounted as Necklaces, Studs, Rings, 
Scarf Pins, Earrings, Pins in Platinum 
or Gold. 

“The Pearl House’’ Leys, Christie & Co. 


Nassau St., New York 





The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 


Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 





New York Notes 
(From page 49) 


business of the meeting was concluded 
the members enjoyed refreshments. 


The watchmaking class at the Central 
School of Business & Arts, 214 E. 42nd 
St., visited the A. Wittnauer Co., 402 
Fifth Ave. and 30 W. 36th St., on June 
14. The members of the class were 
greeted by Walter Lugrin, the manager 
of the time service department, who acted 
as host and guide. They also visited 
the offices of Harry Ulmer, secretary of 
the concern, who showed them some rare 
watches. The students were then pre- 
sented to Miss M. S. Wittnauer, the 
president of the company. At the Witt- 
nauer watch case factory on W. 36th St., 
the foreman, Otto Deck, showed the stu- 
dents numerous watch case operations. 
S. Bernard, instructor of the class, points 
out that the class needs watchmakers’ 
lathes and requests donations from the 
watch trade. The names of those who 
give the lathes will be placed on a school 
honor roll tablet. 


One of the largest and most important 
sales of cheap stones for jewelry was 
held Thursday, June 21, at 10.30 a. m. at 
153 W. 23rd St. This covered approxi- 
mately 600,000 gross of imitation stones 
suitable for jewelry, novelty goods, mil- 
linery and dress manufacturing and was 
the remainder of the imitation stone stock 
of Albert Lorsch & Co., importers, now 
in liquidation. This firm, which had pre- 
viously sold diamonds and pearls, now 
offered their stock of imitation stones that 
were said to have originally cost $200,- 
000. It was divided in about 558 lots in 
amounts running in number from 36 gross 
to over 81,000 gross. In addition, it cov- 
ered the sale of 761,502 imitation pearls, 
9301 strings of imitation pearl necklaces, 
2074 gross of indestructible pearls, 266,- 
000 pearls on wire and other goods of 
various kinds in the imitation pearl and 
metal lines. Brill & Brill, Inc., were the 
auctioneers. 


A. Walter’s Sons, 155 Newark Avenue, 
Jersey City, N. J., after 65 years in the 
jewelry business in Jersey City, 40 years 
of that time at the same address, are 
retiring. The entire stock will be sold 
and Adolph Walter, commissioner of the 
Hudson County Park system, will spend 
more time planning for beautification, 
while his brother, Frank, past exalted 
ruler of the Jersey City Lodge of Elks, 
will travel. The firm was established in 
1869 by Adolph Walter, Sr., who came 
to this country when he was 16. He 
worked for a short time as a designer in 
New York, and then opened his own 
store at 56 Newark Avenue. The busi- 
ness was conducted at that address for 
25 years. In 1894 Walter moved into 
larger quarters at 155 Newark Avenue 
and turned the business over to his two 
sons, Adolph and Frank, who have car- 
ried on at that address since then. The 
elder Walter died in 1908. 


For an organization that is scarcely a 
year old, the Ladies’ Auxiliary of the 
Bronx Retail Jewelers Association, by 
sponsoring a boat ride on the Hudson 
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River which included complete planning 
of entertainment, chartering a ship, and 
the sale of 500 tickets to pay the expenses, 
has proved itself a most efficient group 
of women. Sunday, June 10, was the oc- 
casion for the ride. The jewelers and 
their ladies boarded the good ship Mon- 
mouth at the Cedar St. pier, North River, 
at 11 o’clock, setting sail for Mount 
Hook, near Bear Mountain. Deck games, 
cards and other frivolities engrossed the 
guests until the destination was reached. 
After lunch the Mount Hook diamond 
was the scene of a baseball game be- 
tween the Bronx jewelers and a nine of 
the Knights of Pythias, partners of the 
Auxiliary in the outing enterprise. The 
final score was Jewelers 15, Knights 0, 
The boat docked at home again at 10 
p. m. 


Sale of 204 Swiss watch movements 
confiscated by the customs department as 
contraband merchandise, scheduled for 
disposal at public auction by the U. §. 
Marshal May 25, was temporarily sus- 
pended following a protest against the 
sale by Herbert Ollendorf, president of 
the American Watch Assemblers Asso- 
ciation. The movements were assessed as 
having a home value of $1,256. Another 
lot of 504 movements was sold on May 
14, although a similar protest had been 
filed by the association upon announce- 
ment of the sale. Mr. Ollendorf was in- 
formed by government officials that his 
request that the sale be suspended had 
been overlooked. Temporary stays of 
each of these auction sales must be ob- 
tained until a decision as to government 
policy in the disposition of smuggled 
watches is handed down by the Attorney 
General. The American Watch Assem- 
blers Association has suggested that move- 
ments which, if sold at auction, are in 
competition with legally imported mer- 
chandise, be destroyed. 


The new branch store of Black, Starr 
& Frost-Gorham, Inc., at 586 Central 
Ave., East Orange, N. J., opened its 
doors for business on June 18. The shop 
is decorated in the fashion of a Georgian 
drawing room, much the same as the sec- 
ond floor salon of the Fifth Ave. store, 
with the walls in Swedish pine, blue car- 
peting and crystal chandeliers. It has a 
20-foot front and is 78 feet deep. Edward 
A. Talbot, Jr., a resident of East Orange, 
has been appointed manager of the store. 
Mr. Talbot joined the Gorham Co. in 
1928 and has been employed in sales pro- 
motional work, aiding retail jewelers in 
giving sterling silver exhibitions and in 
putting on demonstratons of table ap- 
pointments. For the opening window dis- 
play the “Jeweled Garden” which was 
seen in the window of the Fifth Ave. 
store several weeks ago was transported 
to the new branch. On June 15, prior to 
the opening of the store, a luncheon with 
the members of the Chamber of Com- 
merce of East Orange was tendered to 
the officers of Black, Starr & Frost-Gor- 
ham by Frank H. Taylor & Son, Inc., real 
estate agents. Edward Krehbiel, presi- 
dent of the jewelry concern, addressed 
the gathering, pointing out that because 
of traffic congestion the problem of serv- 

(Turn to page 51) 
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New York Notes 
(From page 50) 


ing metropolitan communities has steadi- 
ly become more difficult. The expansion 
in the New York area, he said, was the 
result of the success enjoyed by the 
Spaulding-Gorham, Inc., store in Chi- 
cago, which has recently opened a branch 
in Oak Park and has for years main- 
tained another shop in Evanston, IIl. 


The Charles Barnett Co. has moved 
its ofices from 2 W. 46th St. to new 
quarters in 580 Fifth Ave. 


Jules G. Levy, diamond importer, for- 
merly at 2 W. 46th St. has taken new 
and larger quarters in 580 Fifth Ave. 


Bergman Jeweler, Inc., has moved to 
a new and larger store at 159-19 Jamaica 
Ave., Jamaica, N. Y., from the old quar- 
ters at 165-14 Jamaica Ave. 


Announcement has been made of the 
resignation of R. A. Clinchy from his 
position as manager of the New York 
sales rooms of R. Wallace & Sons Mfg. 
Co., Inc., 411 Fifth Ave. 


A charter of incorporation has been 
granted to the Lucky Love Diamond 
Wedding Ring Co., Inc., 40 John St. The 
officers are A. Berres, president and 
treasurer; William Sude, vice-president, 
and Harry Kousin, secretary. 


The Metropolitan Retail Jewelers As- 
sociation held its final meeting of the 
season June 28 at the Hotel Commodore. 
The method of distribution of the new 
NRA insignia was explained by Pres- 
ident Goldschmidt. The next meeting 
will be held Sept. 27. 


A. B. Kirsch announces that he has 
taken over the interest of Arthur Mayer 
in the business of Kirsch & Mayer, man- 
ufacturing jewelers, at 64 W. 48th St., 
and will continue it under the style of A. 
Kirsch & Co., Inc. Max Kirsch is repre- 
senting the concern in New York City 
and Western territories. 


Mr. and Mrs. Paul Sacks gave a grad- 
uation party in honor of their nieces and 
nephews on their lawn at their Mt. Ver- 
non Home on Sunday, June 24. Among 
the guests were Dr. I. Margolies, Dr. S. 
Erlich, Dr. Z. Ross of Brooklyn, Dr. 
Friedman, Dr. Greenwald, and Dr. 
Friedland. Mr. Sacks is of the Metro 
Sacks Co., 43 W. 125th St. 


The June 5th meeting of the New York 
Jewelers Benevolent Association was cele- 
brated in a novel manner, the chairs of 
the officers being turned over to the mem- 
bers who had led the organization 25 
years ago. The gavel went to Honorary 
President S$. A. Meren; Philip Hersh be- 
came first vice-president pro tem.; Max 
Schoenbrum, second vice-president; Sig. 
Edelberg, acted as recording secretary 
while Isidore Boorer took the place of the 
financial secretary, keeping a wary eye 
on the books. The members report that 
the conduct of the meeting suffered not at 
all under the guidance of these “old 
timers.” 

A new association is being formed 
among the wholesale jewelers of New 
York, having its origin among those 
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houses in the trade which still operate 
as wholesalers only, not favoring the 
practice of retail selling common among 
some wholesale jewelers of this city. 
A recent canvass of the trade by this 
new organization shows that there are 
about 40 wholesale jewelry houses in 
New York City which do not make a 
business of catering to retail trade, and 
these houses are listed for prospective 
membership in the new association, which 
has chosen the tentative name of Whole- 
sale Jewelers’ Equity Guild. Samuel 
Strauss, 9 Maiden Lane, is one of the 
prime movers who is looking after the 
details of the organization. 


The laurels for baseball playing at 
present belong to the Maiden Lane Sil- 
versox, a team of young men employed 
by the silver dealers and manufacturers 
on Maiden Lane, who so far have de- 
feated the Wall Street brokers’ team 
twice and on June 22 on a Central Park 
diamond nosed out the nine of J. J. 
Schmukler with a nine to eight victory. 
The Silversox are captained by Max 
Stein, of Hyman & Zaslav; their pitcher 
is Paul Lione, of International, and the 
catcher, Joe Kirk. The hero of the game 
with the Schmuklers was Joe Stea, with 
J. W. Johnson, who hit two home runs, 
one in the first and the other in the last 
inning. The Schmukler team is headed 
by Sam Horowitz. In the game with 
the Silversox, Sol Baron pitched and 
Leo Samet received. 


The East Side jewelers have taken up 
the matter of having a city ordinance 
passed which would require all ap- 
praisers of jewelry in this city to have a 
license from the Bureau of Licenses. 
Commissioner Paul Moss has been so far 
won over to the idea that he appointed a 
hearing on the proposition, which was 
held in his office on Monday, June 11. 
Members of the jewelry trade and of the 
real estate associations, dealers in an- 
tiques and other lines where appraisers 
are commonly used, were present at the 
hearing and exchanged an_ interesting 
range of opinion and experience in the 
matter, the tenor of the hearing being 
favorable to the license. Commissioner 
Moss announced that he would hold 
another hearing in the matter at some 
time in the near future when the ques- 
tion may be considered of having the 
proposed ordinance drawn to cover ap- 
praising in all industries and professions. 


James J. Burke, president of the 
jewelry and optical firm of his name in 
St. Louis, who has been visiting New 
York, registered at the Hotel Edison, 
returned June 24. Flushed with the joy 
of having made a hole in one in the 
Advertising Club tournament at the 
Meadowbrook Golf Club outside of St. 
Louis, which brought him enough prizes 
of choice liquors and beer to stock his 
cellar for the summer, Mr. Burke spent 
a vacation in this city combining busi- 
ness with pleasure. Speaking of the 
condition of the jewelry business in St. 
Louis, Mr. Burke said: “A year ago at 
this time activity in our field was prac- 
tically at a standstill. There were no 
sales, and therefore no collections. The 
first half of 1933 was very bad, in fact 
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conditions were so grave from a credit 
viewpoint that we were afraid to take 
large orders. The last half of the year 
showed a decided change for the better 
and today we are confident that business 
is getting better. Diamonds still con- 
tinue to be the best investment. Pocket 
watches are also picking up but men’s 
stick pins are seldom seen in a jeweler’s 
window. All in all I feel that we are 
making great strides toward normalcy.” 
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Hoover White Gold Colder 


for INVISIBLE SEAMS 
ORDER FROM YOUR SUPPLY HOUSE 


HOOVER & STRONG, Inc. @ 119 W. Tupper Street 
Buffalo, N.Y. @ Gold Refiners and Mfrs. Since 1912 











Send Us Your 


OLD GOLD, SILVER 
and Filled Scrap 


Immediate Cash Return. Your ship- 
ment held intact for your O.K. 


Three Generations of Service. 


M. L. GOLDMAN 


Refiner 
128 Mulberry Street, Newark, N. J. 

















BAGUETTE WATCHES 
$7.00 net 





4-24 ligne, 7 jewels, lever, stainless, non- 
corrosive cases, variety of styles. 


THIS IS AN OUTSTANDING VALUE 
FOR THE MONTH OF JULY 
THE ROYAL LOUIS LINE 
OFFERS YOU DOZENS OF SUCH VALUES! 





8/12 ligne, 15 jewels, lever, stainless steel 


cases. 


$10.00 net 
LOUIS WATCH CO., INC. 


116 Nassau Street, New York, N. Y. 
Factory: Bienne, Switzerland 
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THIMBLES — TIE CLIPS 


IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. 


Philadelphia 





ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Weddin, 


Rings for 
117 So. 10th St. 


Vearly a Century 


Philadelphia 





HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 


SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 
OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 

Engravers, Jewelers 

Write for free book ‘‘Your Future and Our School."’ 


JOHN J. BOWMAN, Steder 
Bowman Bldg.. Lancaster, 

















BYARD F. 


Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 
805 Sansom Street . Philadelphia 


BROGAN 








We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 














THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 





PHILADELPHIA 


At a recent meeting of the Sansom 
St. Business Men’s Association, the fol- 
lowing were elected to serve for the 
ensuing year: John M. J. Costello, pres- 
ident; Samuel Lashof, vice-president; 
J. Margolis, secretary and J. B. Bechtel, 
treasurer. 

Earle S. Bechtel, son of Joseph B. 
Bechtel, 729 Sansom St., was married 
Saturday afternoon, June 16, to Miss 
Marion Kepler of Glenside, Pa. After a 
two weeks honeymoon in North Carolina, 
the happy couple will be at home at 
2146 Homer St., Germantown. 

The Philadelphia Free Natural History 
Museum of the Academy of Natural 
Sciences has been showing a collection of 
native pearls as a special exhibition. This 
collection, the only one of its kind, was 
made by Frank M. Ebert of Tamaqua, 
Pa., who loaned it to be shown during 
June, the month for which the pearl is 
the birthstone. For over 40 years, Mr. 
Ebert carefully fished the small streams 
near Tamaqua forming the headwaters 
of the Schuylkill River for the pearl-bear- 
ing fresh water mussels. 


PITTSBURGH 


Isaac De Roy, of Smithfleld St., has re- 
turned to his place of business following 
a long illness. 

A. J. De Roy, Smithfield St., and G., 
Bastheim, president of the Henry Wilkens 
Co., were recent New York visitors. 


Mr. and Mrs. C. Glenn Sipe attended 
the commencement exercises at Princeton 
University last month where their son, 
C. Glenn Sipe, Jr.. was a, member of 
the graduating class. 


A. N. Andrews, formerly associated 
with Spaulding-Gorham Inc., Chicago 
and later with J. E. Caldwell & Co., 
Philadelphia, has accepted a_ position as 
manager of the watch department for the 
Hardy & Hayes Co., Wood St., and Oliver 
Ave. 


Henry Terheyden, president of the 
Henry Terheyden Co., Smithfield St. 
spent an enjoyable vacation recently at 
Cleveland and other lake cities. Mr. Ter- 
heyden still comes down to the store 
every day although he has delegated 
much of the responsibilities to others. 


Wilson H. Appel 


ALLENTOWN, Pa., June 4.—Wilson H. 
Appel, one of Allentown’s leading jewel- 
ers, died Sunday afternoon at 5:15 o’clock 
at his home, 140 S. 14th St. Death was 
caused by an attack of indigestion he 
suffered during the day. Had he lived 
until June 15 he would have been 70 
years of age. 

Born in Cetronia, he was a son of Dr. 
Charles and Ellen (Dorney) Appel. Early 
in his life he decided upon a career in 
the jewelry business, and after complet- 
ing a course of study in the Blackman 
Business College, he ventured into this 
field at the age of 19. He served his 
apprenticeship with his uncle in Ham- 
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burg, opened a business of his own ip 
Lititz, Lancaster County, and later con- 
ducted a store in Philadelphia. 

He came to Allentown in 1887 and lo- 
cated on Hamilton St. above 8th. From 
there he moved to 738 Hamilton St. and 
later to 619 Hamilton St. In 1897 he pur- 
chased the business of Charles S. Massey, 
then regarded as the principal jewelry 
store in Allentown, and located at 625 
Hamilton St., at which location he re- 
mained ever since. 

He is survived by his widow, Elizabeth 
S. (Kaufman) Appel, one son and one 
daughter. He also leaves one grand- 
child and one sister, Mrs. A. Paul Ger- 
hart, of Telford. 










ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of 
Precious Metals 
CLINTON REFINING CO., INC 


NEWARK, NEW JERSEY 
91-3 E. Kinney Street Market 92-5176 











MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 





117 So. 10TH St. PHILADELPHIA 








CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON 24, 8.bou8lk 


PHILADELPHIA 


Z IRNKILTON 

















COMPLETE ASSORTMENT OF 
MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR re 


Importer ef 
DIAMONDS, 
PRECIOUS 

AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 





OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PROVIDENCE: 


Happenings in the New England Territory 


The Dee Jewelry Co. has moved its 
office and factory from 756 Eddy St. to 45 
Richmond St. 

Adolph Brown has the sympathy of the 
local trade in the death, June 13, of his 
wife. 

Clyde R. Barnhill, secretary-treasurer 
of D. Evans & Co., Inc., North Attleboro, 
has recovered from his recent serious ill- 
ness and is at his desk again. 


John N. Nelson, of this city, has been 
granted a patent for an ophthalmic mount- 
ing, which he has assigned to the Uni- 
versal Optical Corp. 


Frank R. Sweet of the Sweet Mfg. Co. 
has announced his candidacy for mayor 
of Attleboro at the coming election in 
November. 

Eliza A. Paquette, administrator of 
the estate of Wilfred C. Paquette, has 
given a bill of sale to Wilfred H. Pa- 
quette of merchandise, fixtures, etc., in 
the retail jewelry business at 263 Thames 
St., Newport. 

Alexander J. Morrison, for more than 
40 years a retail jeweler and optician at 


ATTENTION PAWNBROKERS 


We pay highest CASH Prices for your 


UNREDEEMED WATCHES 


Write us before selling 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 














Same in 17-Jewel 
$6.00 


Same in 12. size, 2-lemel .escece $4.00 
with a _ beautiful TSTEWGE cccccse 5.00 
Fancy Silver Dial 7 SS re 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for our New 1934 Circular 


PAUL ROSENBERG 


Successor to Lew & Rosenberg 


5 South Wabash Avenue, Chicago 
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7 Arcade, this city, died June 2 at his 
summer residence in East Greenwich, 
R. I., after an illness of about five weeks. 
He is survived by his widow. 


Erving T. Arnold, W. V. Sumpter and 
Harry A. Tuell, all of Providence, have 
been incorporated under the laws of 
Rhode Island as the United Engravers, 
Inc. The capital stock consists of 100 
shares of common stock without par 
value. 


Among the recipients of 45 service 
medals at the 1548th conclave of St. 
John’s Commandery, Knights Templars, 
on June 4, were the following: Albert A. 
Remington of Horace Remington & Son, 
Charles A. Russell of Irons & Russell, 
Arthur E. Austin, Frederick C. Bushee 
and Edward I. Mulchahey. 


Overseers of the Imperial Knife Co. 
held a farewell party June 5 at the Port 
Bello restaurant for Michael Mirando, 
one of the owners of the company, and 
Joseph Fazzano, an overseer, who sailed 
June 9 for a trip to Italy. A dinner was 
served and gifts were presented to the 
guests of honor. 


Under the direction of expert designers 
and craftsmen, students from all parts of 
the United States on June 25 began an 
intensive summer course in jewelry and 
metal work at the Rhode Island Schoo! of 
Design. The classes will be in session 
daily except Fridays and Saturdays from 
9 a. m. to noon and from 1 to 4 p. m., 
until July 27. 


At a recent meeting at Pawtucket the 
following officers were elected by the 
Geo. H. Fuller & Son Co.: President and 
treasurer, Mrs. Ida L. Maxcy; vice-presi- 
dent and general sales manager, Wm. A. 
Lamb, who has been associated with the 
Chicago office for years; secretary, 
Charles H. Butts; factory superintendent, 
Frank Ward. These with C. A. Lund- 
quist, manager of the Chicago office con- 
stitute the board of directors. 


A parcel post package containing 
jewelry left at‘a corner mail box by the 
Goldsmith Mfg. Co., 101 Sabin Street, was 
stolen from the box the other night. A 
street sweeper who witnessed the theft 
informed a letter carrier, who in turn 
caused the arrest of a man. The latter 


was held under $3,000 bail to await the 


action of the Federal grand jury on a 
charge of theft from the mails. Several 
reports have been made recently to the 
postal authorities here of similar thefts 
of jewelry packages. 


Howard H. Sweet of Attleboro, who 
stated to the police that he represented 
the Sweet Mfg. Co. of that city, left his 
automobile parked at Page and Clifford 
Sts., Providence, on the afternoon of 
June 5. On his return he discovered that 

(Turn to page 71) 
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TongueTyed' 


BRACELET PATENTED 
Also Makers of Men’s Buckles and Sets 
Cc. A. MARSH & CO., Ine. 


ATTLEBORO, MASS. 








q I 
DINIKS 
STERLING 








BENNETT 
FOR 
KARWIRES 
Largest Selection 
in the Trade 


T. 8. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 








EUREKA MFG. CO. 
TAUNTON, MASS. 

Vakers of 
ROLLS 


BAGS AND 


SILVERWARE 


approved and used by» 


Leading Manutacturers and Retailers 


Samples on Request 








Maycuester 


LAND 






SILVER 


* 
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Watcu ATTACHMENTS 











Ask Your Wholesaler for 
ESTENMADE 
WATCH STRAPS 
All styles and materials 
KESTENMAN BROS. MFG. CO. 


Providence, R. |. 
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A Half Century of Progress 


Jewelry Repairs and Special 
Order Work 


Most Complete Jewelry Shop in U.S.A. 
Our Designer Is at Your Service 
Let Us Modernize Your Old Mountings 
and Diamond Rings 
Send a Sample for Estimate 
Prompt Service 


GRAFFE & STANEK 


29 E. Madison St. Chicago, Ill. 
Established 1879 















































20 E. Madisen 8t. 


Grcomparcable 
i i ing? 


OUR WORK COSTS NO MORE THAN 
R ORK 


ORDINARY WOR 


BECKER-HECKMAN CO. 
CHICAGO, ILL. 











ED. H. CRONINGER CO. 
= MANUFACTURING JEWELERS 
SPECIAL ORDER WORK 
& REPAIRING 
DIAMOND MOUNTINGS 
PRESENTATION JEWELS 
MEDALS—BADGES 


809 Walnut St., Cincinnati, Ohio 

















eat. | SILVERWARE |, 338 


Replated A 
Relined Repaired - Replated Relined 


SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 

















J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 


Write—Wire—Phone. We will call on you 
at our expense. Phone: Westlake 274 J1. 
P. O. Box 263, Cleveland, Ohio. 








A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 




















CHICAGO: 


Jewelry News Flashes from the Great Central West 


M. Sensibar, dealer in watch materials 
and jewelry findings, has removed his 
headquarters from room 1102 to 1502 of 
the Heyworth building. 

John G. Leiner of Benj. Allen & Co., 
motored to Detroit and other points in 
Michigan during June, combining vaca- 
tion and business. 

Sol Sender, formerly of Chicago but 
who has spent recent years associated 
with Granat Bros. in San Francisco, has 
returned to Chicago. 

T. W. Stanek of Graffe & Stanek spent 
the last half of June on a motor trip 
east, accompanied by his family. Mr. 
Stanek transacted business in New York 
and they returned home by way of Wash- 
ington, D. C. 

Mrs. Frances E. Badgley, mother of 
E. L. Badgley, well known in the jewelry 
and optical trade here, died at his home 
on May 27 after an illness of over four 
years. Mrs. Bad-ley was in her 86th 
year and has lived with her son for the 
past 25 years. 

Herbert Jacobs, representing Foster 
Chain Co., and Alfred Moss, represent- 
ing Samsan Co., Schuman & Donchi, and 
Ross Jewelry Co., have recently fitted 
up a very attractive suite of offices on 
the 18th floor of the Heyworth building, 
which they now occupy. 

George J. Fischer, well-known silver- 
ware salesman, announced recently that 
he is no longer representing Weidlich 
Bros. in this territory, and beginning 
July 1 will represent Poole Silver Co., 
Taunton, Mass., in the Chicago and 
Middle West territory. 


J. Riskind, with headquarters in the 
Heyworth building, reported to the police 
recently that he was robbed of a wallet 
of diamonds while calling on trade on 
Milwaukee Ave. He reported that two 
men dragged him into an alley and 
searched his pockets for the diamonds, 
not disturbing his jewelry samples. 


J. Henry Ripstra, wholesaler and 
manufacturer of watch tools and machin- 
ery, 5 S. Wabash Ave., was recently 
appointed by Governor Horner a mem- 
ber of the Illinois Abraham Lincoln Me- 
morial Commission. For many years 
Mr. Ripstra has been an_ enthusiastic 
Lincoln student and is chairman of the 
Lincoln Group of Chicago. 


Frederick Gottlieb, diamond importer, 
left Chicago in June and sailed from 
New York on the 29th for Europe, where 
he will spend the summer, returning to 
his office here after Labor Day. Mr. 
Gottlieb is accompanied by his family 
and is giving the trip to his son, Robert, 
as a graduation gift. The son finished 
the course at St. Johns Military Acad- 
emy with honors. Mr. Gottlieb has se- 
cured a home on the North Sea about 40 
miles from Amsterdam and will spend 
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much of his time in the diamond marts 
during the summer. 

Hugo H. Adrian, headquarters in the 
Heyworth Building, who was with the 
Travannes Watch Co. for several years, 
now «represents the M. Alexander ring 
line in the Chicago and middle west ter- 
ritory. 

Al Sturtz has acquired the well-known 
line of Kaspar & Esh, manufacturers of 
high-grade platinum and white gold dia- 
mond ring mountings. Mr. Sturtz will 
cover the entire Middle West and will 
make Chicago his headquarters. 

At this year’s Century of Progress Ex- 
position the National Broadcasting Co. 
pays a tribute to the jewelry and silver- 
ware industry in its story of the 18-hour 
daily broadcasting service enjoyed by 
American radio listeners. A special elec- 
trical transcription used in this synchro- 
nized sight-and-sound exhibit features 
Jimmy Wallington, one of NBC’s best- 
known announcers, who tells visitors to 
the World’s Fair how and why business 
concerns make possible the American sys- 
tem of broadcasting, which gives listeners 
the finest and widest selection: of radio 
programs in the world. 

Quast & Olsen, wedding rings and spe- 
cial order work, have moved from Room 
1006 of 5 S. Wabash Ave. to 1014 of 
the same building. Mr. Quast states that 
the change will enable them to give 

(Turn to page 55) 
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BEFORE YOU PURCHASE 
YOUR NEXT 
FIRE INSURANCE POLICY— 


Send for complete information 
on fire and windstorm insurance 
in the Jeweler's Own Company— 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 








THE BaLL COMPANY 


WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 


CHICAGO 
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Chicago Notes 
(From page 54#) 
quicker and more efficient service in every 
way. 

Mr. S. W. Swaap, prominent diamond 
cutter of Amsterdam, who visited Amer- 
ica to inform the diamond trade of the 
new diamond-cutting combination in 
Holland, spent several days in Chicago 
visiting members of the trade and look- 
ing over the display of Diamond Ex- 
hibits, Inc., at the Century of Progress. 
He was accompanied by A. L. Goudvis 
of Goudvis Bros., New York. 

Another very fine diamond has been 
added to the collection of gems shown in 

the Diamond Exhibits display at the Cen- 
tury of Progress. This diamond arrived 
from France on June 12, in bond, and 
was transferred to the display from the 
Custom House under heavy guard. Mar- 
ion Mercer learned of this diamond last 
year in Europe and this year succeeded 
in locating and securing for display. 
Known as La Favorite and weighing 
50.28, this diamond is valued at $1,000,- 
000, and experts declare it is the finest 
diamond of equal size in the world. ‘The 
name of the owner was not revealed. 
The diamond was shipped here by a 





Where to Buy 
DOMESTIC 
China and Glass 


b 


LENOx 
LENOX, INC. 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 

















= 


Where to Buy 
IMPORTED 
China and Glass 








ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE *:%7 ¥;.23"4,8T.: 


NEW YORK, N. Y. 








Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment 
Coretanp & Tompson, Inc. 


206 Fifth Avenue 
New York, N. Y 














SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 
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Paris bank which had made a loan of 
$325,000 on it, and the Diamond Exhibits 
were required to insure it for that 
amount. This diamond brings the value 
of large diamonds on exhibit to over 
$2,500,000. 


All of the personal property of the 
Heeren Bros. Co., Pittsburgh, Pa., at Penn 
Avenue and Eighth St., was sold June 21 
at public auction in the Federal Building 
to Cohen & Weisenthal, Steubenville, 
Ohio, for $44,300. Only the personal 
property was disposed of at this time by 
order of R. H. Coleman, Trustee in Bank- 
ruptcy, who reserved all of the third floor 
factory equipment, the fourth floor badge 
department and all other fixtures and 
equipment. There were fifty-five bidders 
in all. No action has as yet been taken 
on the disposal of the real estate. 





Charles F. Baumrucker Reelected 
President of Chicago Credit Jewelers 


CuIcaco, June 22.—For the eighth suc- 
cessive time Charles F. Baumrucker of 
Jones & Baumrucker Co. was elected 
president of the Credit Jewelers’ Associa- 
tion of Chicago at the annual dinner and 
meeting held at the Hotel Sherman Mon- 
day evening, June 4. Other officers 
chosen to serve with him were: vice- 
president, Wm. E. Renich; secretary, 
Lawrence L. Kosinski; treasurer, Alex- 
ander Newmark. Board members are 
Samuel Foreman, Harry Iglow and Louis 
Litt. 

During the business session which fol- 
lowed the dinner several new members 
were admitted and President Baum- 
rucker announced that the membership 
now represents practically 100 per cent 
of the recognized credit jewelers of the 
city. The treasury was reported in good 
condition. 

This is the last monthly meeting until 
September and Mr. Baumrucker an- 
nounced that he feels that it will be nec- 
essary for him to give up the office of 
president at that time. He is also presi- 
dent of the National Association of Credit 
Jewelers, president of the Village of 
River Forest, and has been nominated 
for State Senator by the Democrats of 
the seventh Senatorial district. 





William H. Grafton 


CLEVELAND, OHIO, June 15—William 
Henry Grafton, a watch adjuster for the 
Webb C. Ball Co. since 1911 and a di- 
rector of the Horological Institute of 
America, died June 11 at his residence, 
17006 Endora Road. 

Mr. Grafton helped in the development 
of a number of ideas now incorporated in 
the manufacture of watches and other fine 
horological instruments. He assisted in 
experiments on sound pictures before 
their general use. He was at one time 
employed by the Elgin National Watch 
Co. and came to Cleveland from Canton 
where he had been with the Hampden 
Watch Co. He was superintendent of 
the Webb C. Ball Co. until several years 
ago and had been in the horological pro- 
fession for the past 35 years. Mr. Grafton 
was 56 years of age and is survived by 
his widow, Carrie. 
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Where to Buy 
IMPORTED 
China and Glass 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 





in stock for immediate delivery. Great 
ay a Patterns and designs. 


tre your uryent orders. 


PAULA. STRAUB & co., Importers 


105-107 Fifth Ave. New York 








FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 
“ 


J. H. VENON, Inc. wew York 
THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAFT POTTERY 
All in New York Stock 
THEODORE HAVILAND & CO., Inc. 
26 W. 23rd St. New York 














ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 











160 Fifth Avenue, New York City 








DRESDNER ART DECORATIONS 


DINNER WARE 





ASSOCIATED CERAMICS 


14 West 23rd Street New York, N. Y. 





ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 
WH. 8. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Famous the World Uver 
Available from New York Stocks 
ROSENTHAL CHINA CORP. 149 Sth Ave., New York 





FINE CHINA 
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The Refining of 
Old Gold Scrap 


By 


Samuel J. Blaut * 


EDITOR’S NOTE: With this issue, we offer a new technical service which the 
editor believes will be of value to our readers. It will be conducted by Samuel 
J. Blaut, metallurgical engineer, who has been connected for a number of years 
with the refining and manufacture of precious metals and alloys. Mr. Blaut, 
as our technical consultant, will present articles of practical interest to jewelers, 


and answer our readers’ inquiries. 


THE STONE TEST 


Whe touchstone test 


is still the jeweler’s quick assay method. In expert hands, 
it gives a perfectly reliable approximation of the gold 
contents, it can be used on new jewelry without material 
damage, and it quickly tells the value of old gold. 

Old-timers have been forced to take notice in recent 
years that some of the modern alloys do not respond to 
tests on the stone in the same way as the yellow and red 
golds with which they were thoroughly familiar. They 
have had to learn the effect of acid on green gold and 
white gold, on platinum and palladium alloys, and even 
on white base metal alloys which resist the ordinary acid 
test. I shall deal here briefly with the use of the touch- 
stone and acid on different classes of materials, so that the 
novice may have a comprehensive outline of procedure 
and the experienced tester may learn how to explain some 
of the puzzling test results he has encountered. 


THE TouCcHSTONE 


The mineral called touchstone is a hard black, velvety 
silica mineral, resembling flint; other hard black minerals 
are sometimes used; also black glass with a sanded sur- 
face. The stone is cut to rectangular shape; it must be 
hard and have a smooth, flat surface. Gold streaks from 
previous tests are removed with fine sandpaper, pumice 
stone or powdered pumice and water. Some users rub it 
with a piece of charcoal; others use a little oil and 
lampblack. 

Tue Test NEEDLES 

The usual set of test needles consists of nine or ten 
brass needles on a ring, gold tips of different karats being 
soldered to the needles. The karats run from 4 or 6 kt. 
to 22 kt., with a difference of 2 kt. between adjacent 
needles. A skillful tester can obtain results accurate to 
one karat. Refiners who do much testing frequently 
make more elaborate sets, and sometimes keep a special 
set of white gold needles. A German authority! calls 


* Of I Stern & Co., New York. 
1F,. Michel, Edelmetall-Probierkunde, 1927. 


Samuel J. Blaut 


for at least three or four needles for each karat from 
6 to 18, without including white gold; he recommends 
using even a larger number: for each half-karat, one 
needle for each 10 per cent increase in silver content. 
This would mean, for example, eight needles for 8 kt. 
and four needles for 18 kt. I doubt that the average 
user weuld find it practical to use so many, but I am of 
the opinion that three sets should be used, one made of 
red gold, one of green gold and one of white gold. | 
have to admit that I have never owned more than one 
set myself; on the other hand, when in doubt, I have 
been in a position to go to the stock room and select a 
piece of gold of color and karat corresponding to the test 
piece for comparison. 

The stone test results are uncertain for gold below 6 
kt. or above 20 kt. 

Tue Test Acips 


Every person who makes tests on gold has a preference 
for one or another strength of acid, and what strength 
he chooses is not very important. However, the tester 
should be careful to use the same proportions of acid and 
water every time. My own preference is as follows: 

(1) For gold up to 10 kt.: Equal volumes of nitric 
acid and water. 

(2) 10 kt. to 15 kt.: Strong nitric acid. 

(3) Above 15 kt.: Equal volumes of nitric acid and 
water, with the addition of a few drops of 
hydrochloric acid, or of a few grains of salt. 
This does not keep its strength, and fresh 
hydrochloric acid or salt must be added from 
time to time. 

The acids should be kept in one or two-ounce glass- 
stoppered bottles, and it is convenient to use bottles 
designed for the purpose, with dropping rods on the 
stoppers. 

In a recently issued pamphlet, C. M. Hoke presents 
an ingenious method, especially suitable for platinum and 
palladium alloys and white gold.2 It consists of 

°C. M. Hoke, Testing Precious Metals with the Touchstone. 

(Turn to page 65) 
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A section of the display 
shown during the “St. Louis- 
On-Parade” Exposition held 
in the new St. Louis Munic- 
ipal Auditorium. The time- 
pieces represent successive 
stages in the efforts of man 
to measure the passing hours 
from 2000 B.C. up to the 
present and include many 
unique examples of the 
handiwork of clock and 
watch makers. 











Associated Watchmakers Stage Exhibit 


AY exhibition of time-pieces which represented suc- 
cessive stages of development in the efforts of man- 
kind to mark the passing of time from 2000 B.C. up to 
1934 was held by the Associated Watchmakers of America 
at its booth during the “St. Louis-On-Parade”’ Exposition, 
held in the new St. Louis municipal auditorium recently. 

The ancient Aztec calendar stone, the water-clock of 
1682, the time-candles of King Alfred the Great, the 
sun-dial of 1650, alarm-watches and repeaters dating 
from 1760, peasant watches of the eighteenth century, 
and watches of French, English, Austrian and Swiss 
manufacture in the Empire period, were all represented. 
The ancient pieces were replicas, but the watches were 
authentic examples. Many were from the collections of 
the Gruen and Hamilton watch companies. 

This exhibit, among more than 150 of the exposition, 
excited the most curiosity, according to officials of the 
exposition. 

Louis C. Golterman of St. Louis, executive secretary 
of the association, stated that this was one of several 
exhibits held by the organization. Recent ones also have 
been held in Omaha, Kansas City and Cincinnati. “The 
purposes of these exhibits,” he said, “are to acquaint the 
public with the watchmakers. The organization was 
founded to make its appeal directly to the public, and 
one of the best means is through these exhibits.” 

One of the most interesting time-pieces in the asso- 
Ciation’s exhibit was a clock, the work of the late L. E. 
Meyer of St. Charles, Mo. This clock has seven dials 
and shows the movements of the sun and moon, the 
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day of the week and the year. It required five years to 
build and is all encased in glass. (This is seen in the 
inverted-cone shaped glass container on the counter in 
the photo.) 

Another elaborate clock, nearly ten feet tall, was one 
manufactured in Switzerland (shown in the right rear 
in the photo with the door open). This clock set in 
motion three times a day a procession of mechanical 
figures representing the twelve Apostles. 


A: the end 


of their march, they face a door from which emerges 
the figure of Christ, his hands extended in blessing. At 
this point, a procession of 22 couples, representing the 
22 independent cantons of Switzerland, parade around 
the hand-carved wood platform to the music of Mendels- 
sohn’s “Wedding March,” played in a music-box which 
is part of the mechanism. The music-box plays Rossini’s 
“Stabat Mater” and Gounod’s “Ave Maria” to the 
march of the Apostles. 

“We received tremendous publicity and good-will 
through the exhibits,” said Mr. Golterman, “and plan 
to continue this campaign in other cities. The association 
now has more than 700 members and growing steadily as 
it is, it will do untold good for the watchmakers of 
America. We will soon launch a strong national cam- 
paign for the licensing of watchmakers so that only 
legitimate craftsmen may work on watches and thus keep 
the public trust in our profession.” 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the June issue) 


OW shall we proceed to charge the copper lap with 
the diamond powder? 


Answer—To charge the lap, we shall require a 
hardened steel roller. ‘This is simply a wheel made of 
Stub’s steel, about three quarters of an inch in diameter, 
by one-quarter of an inch in thickness, with a one-eighth 
hole through the center. The edge of the roller should be 














Fig. 1 


rounded slightly and it should be made full hard. The rol- 
ler may be mounted in a steel rod, which is slotted to take 
the roller freely. Then we drill holes through the slotted 
rod and fit a pin for the roller to turn on. The pin should 
fit tight in the rod, allowing the roller to turn freely. The 
pin should be hardened and polished. This charging 
roller should be kept well oiled when in use. 

Assuming that we have such a roller at hand, we may 
place our copper lap which we wish to charge, in the lathe 
and set the T rest so that the roller will be applied to 
the face of the lap exactly “on the line of centers”; 
otherwise, instead of charging the lap, we will be grind- 
ing the roll. Then we may apply a small amount of No. 
2 diamond powder and oil and with the lathe running at 
a moderate speed, we will press the roller firmly against 
the face of the lap and move the roller back and forth 
across the face of the lap. It is best to apply the diamond 
powder two or three times in small amounts, rather than 
in one large “dose” as there is less waste in this case. 
Also, the first charging of any lap usually requires twice 
the amount of diamond powder as subsequent chargings. 
Five to ten minutes’ rolling will usually charge such a lap 
as we use quite thoroughly. Then we may remove the 
surplus oil and powder with a clean cloth and benzine. 


THE JEWELERS’ CIRCULAR 
for July, 1934 


59 


The cloth and also the charging roller should be washed 
in a small glass of benzine kept exclusively for that 
purpose. 

When the diamond powder settles in the glass of 
benzine, we may pour off the clear benzine and recover the 
waste powder, which may be placed in the No. 1 vial for 
subsequent regrading. Such diamond powder, which con- 
tains a small amount of oil, may be prepared for re- 
crushing and regrading, by placing it on a small piece of 
clean porcelain and heating it to redness to burn off the oil. 

Fig. 1 illustrates the steel roller in the proper position 
for charging our small copper lap. 

It is a good idea to mark on the reverse side of all 
laps the number of diamond powder used for charging 
same; then we may always be sure of applying the same 
grade of powder when recharging. 


OW shall we apply the diamond powder to boxwood 
laps, which are used for polishing operations? 


Answer—In this case, we do not charge the boxwood 
laps, as we did the copper lap. We simply apply a small 
amount of the powder to the face of the lap, using enough 
oil to hold the powder in place on the lap. We may use 
the steel spatula for applying the diamond powder, but it 
is very essential that the spatula be thoroughly cleaned 
with benzine in order to remove the diamond powder 
previously used. 


ITH the aid of our traverse grinder and suitable 
laps, how may we improve the appearance of a 
very high grade movement? 


Answer—We will assume that we have at hand a 
high-grade movement, in which the screw heads are 
mutilated. Such mutilation may be slight rust spots or 
the screw heads may have been marked in some manner 
sufficiently to mar the original high finish. Much of this 
mutilation is simply “botch work” caused by using screw- 
drivers which were not in proper condition. In such 
cases, the screwdriver usually slips and an ugly scratch is 
the result. Now, if we take pride in doing fine work, 
it is our duty in such cases to restore the original finish 
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of such a movement, as far as possible. \\e will assume 
in this case that the screw heads are flat and highly 
polished (or were originally), also that the slots and 
corners are chamfered. Our first step in refinishing these 
screw heads will be to set the traverse grinder and lap 
so that the lap will grind our work flat. This may be 
easily done by placing another lap in the lathe head and 
comparing the two, until we are quite sure they are 
parallel. Then we may place all of the screws we wish 
to refinish in a small tray and we are ready for the job. 

We place one of the screws in a chuck that fits the body 
of the screw. The lathe head should be run at a low 
speed and the traverse spindle at a high speed. We must 
keep the lap well oiled while grinding. Then we use 
the knob of the spindle for pressing the lap against the 
screw head and we must also move the lap back and forth 
slightly, by means of the slide rest feed screws. 

A slight amount of grinding will usually remove suf- 
ficient stock to present a clean surface. We may clean off 
the work with a piece of soft pith in order to examine 
it. Assuming that we have the screw head ground clean, 
then we may proceed to treat all of the screws in a like 
manner. Next we clean the screws with benzine and 
place them in the box for the polishing operation. In this 
case we use the boxwood lap, with No. 3 diamond powder 
and a slight amount of oil. We repeat the operations, 
using light pressure on the spindle. This operation will 
produce a very brilliant surface. 

Instead of the diamond powder we may use Vienna 
lime finely powdered and kept moist with alcohol, but 
this method requires much attention in applying Vienna 
lime and alcohol. A small amount of diamond powder 
will do so much work that we really prefer it for small 
jobs. One application of diamond powder will do this 
job of polishing and all the attention that will be required 
will be to keep the lap slightly oiled. 

(To be continued) 





Modern Electric Clocks 


A new work whose appearance will be hailed with 
pleasure by dealers in electric timepieces is “Modern 
Electric Clocks, Their Principles, Construction, Instal- 
lation and Maintenance,” by Stuart F. Philpott, 
A.M.I.E.E., published in London by Sir Isaac Pitman & 
Sons, Ltd., and in New York by the Pitman Publishing 
Co., 2 W. 45th St. This is essentially a text book of 
over 200 pages, profusely illustrated with half tones, line 
cuts and diagrams which elucidate and clarify the text. 
Beginning with the chapter on electricity involved in 
the electric clock, the author then takes up the different 
types of clocks, into which he proceeds to go into detail 
in installation. About 30 pages are devoted to impulse 
clocks alone, a short chapter to self-contained clocks, 
about 35 pages to synchronous motor clocks, equal at- 
tention being given to electrically wound and synchronized 
clocks. Turret clocks and timing gears come in for a 
long and careful explanation, while considerable space is 
given to the details of modern electric clocks. 

One of the last chapters on installation and mainte- 
nance gives a number of important practical hints that 
will be found most valuable to any jeweler. The last 
pages of the book are devoted to illustrations and de- 
scriptions of the latest development in electric clocks. 
The work is sold in this country for $2.25. 
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Key to the Watches in the James Arthur 
Collection of Clocks and Watches 


Published as an addendum to “The Lure of the Clock,” 
the booklet “Key to the Watches,” by D. W. Hering, is 
offered to provide a larger list of the makers represented 
in the James Arthur Collection of Clocks and Watches 
at New York University, and to give ready access to 
specimens of a particular type in which visitors to the 
collection may be especially interested. 

Dr. Hering, who is curator of the collection, writes 
briefly on the watchmaker as an artist, discussing the 
work of the more famous watch makers of the past. He 
devotes several paragraphs to the decoration of “bridges” 
and “cocks” by craftsmen of the 17th and 18th Centuries. 
He also describes the curious watch “papers” which often 
bore printed verses or mottoes. “The inscriptions resemble 
the mottoes on sun dials—chiefly monitors of the fleeting 
character of time and the moral duty of man to improve 
his character before eternity claims him,” says Dr. Hering. 

The “Key” itself comprises a listing, alphabetically ar- 
ranged, of the watches in the collection. For example, 
under ““C” we find “Calendar Watches,” followed by the 
index numbers of the timepieces having this characteristic. 
There is also a selected list of makers, both past and 
modern, each name being followed by the index numbers 
of the watches made by them. 

There are eight pages of plates showing watches of 
rare artistic construction illustrative of the types dis- 
cussed by Dr. Hering. The pamphlet is No. 8 of a series of 
brochures about the James Arthur Collection and may be 
purchased from the curator at New York University, 
University Heights, New York. “Key to the Watches” 
is published by the New York University Press. 





Guide to Marks of Origin on British and Irish Silver Plate 


A third edition of “Guide to Marks of Origin on 
British and Irish Silver Plate from Mid 16th Century 
to the year 1932,” compiled by Frederick Bradbury, 
F.S.A., which should be an invaluable aid to the dealer 
in antique silver plate, has been issued by Thomas Brad- 
bury, Ltd., Sheffield, England. The book contains a 
tabulation of the assay marks of all the assay offices of 
England and Ireland, a compendium in chronological 
form starting with the marks of the London Assay Office 
in 1509 and continuing up to 1932. 

A brief introduction describes the nature of the changes 
in assay marks through the years and explains the method 
of identifying the date of a piece by means of a date 
letter. This work, which is vest pocket size, may be 
had from its New York publisher, William E. Godfrey, 
141 E. 57th St., New York. 





Sta-Lite Mfg. Co. Offering a Handy Cigar, Cigarette 
and Pipe Lighter 

The Sta-Lite Mfg. Co., Inc., 225 Varick St.. New York, is 
offering a lighter which will no doubt meet with instantaneous 
demand. Sta-Lite is a patented product and is different from 
the old type friction lighter. No wheels or flints are necessary. 
All you do is unscrew. the top and the moment the air strikes 
the element a flame arises. The flame is not only for cigarettes 
but is large enough for cigars or pipes and works just as well 
out of doors as it does indoors. Sta-Lite cannot be blown out 
even by the strongest winds. It is invaluable in automobiles, 
on the golf course and any other outdoor uses where matches 
are a hardship. 
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New Jersey Retail Jewelers Hold 
Annual Convention and Banquet 


Newark, N. J., June 28.—Inaugurating a new deal in 
trade association conventions, the New Jersey Retail 
Jewelers’ Association yesterday held what was described 
as one of the most constructive and informative business 
conferences the trade has experienced. The Hotel Doug- 
las was convention headquarters. 

More than 75 jewelers turned out for the morning 
and afternoon sessions, while the persons attending the 
dinner and dance which followed totaled over 150, 

The speakers were chosen wholly from within the jewel- 
ry trade, each man addressing the delegates being an out- 
standing representative in his field. After the addresses 
the following officers were chosen: President, William 
Baird of Kost & Baird, Inc., Jersey City; first to fourth 
vice-presidents, respectively, were B. A. Weber, Louis 
Haiman, Michael Kohn and L. Fort; treasurer, Paul de 
Reuffille, and secretary, John S$. Walsh. Jean R. Tack, 
Richard Hartdegen, William P. Welsh and H. Paul were 
elected to serve on the executive committee. 

The morning session was opened by Mr. Paul, retiring 
vice-president. After a short address he introduced Wil- 
liam D. McNeil, president of the A.N.R.J.A. and chair- 
man of the Retail Jewelry Trade Code Authority, who 
talked on the work of the code authority. The next 
speaker was Charles T. Evans, secretary of the 
A.N.R.J.A., who described the work of the association 
and said that the NRA had caused the formation of many 
new retail jewelers’ associations. 

Samuel Strauss, a wholesale jeweler at 9 Maiden Lane, 
was next called upon. He urged retailers to patronize 
wholesalers who do not sell at retail. Fred Bonnor of 
F. & F. Felger, Newark, spoke on selling. Next came 
Gustav Niemeyer, vice-president of Handy & Harman, 
New York, who announced that the jewelry excise tax 
collected for the first five months of 1934 amounted to 
$2,129,000, an increase of 33 per cent over the amount 
collected for the corresponding period in 1933. He also 
outlined the provisions of the Silver Purchase Act of 1934. 

After lunch the delegates heard from Ross Atkinson, 
director of sales for the Hamilton Watch Co. Mr. At- 
kinson discussed the new plan of control for Hamilton 
distribution. Next on the program was C. G. Pendill, 
vice-president and sales manager of the Towle Mfg. Co., 
who discussed the subject of unemployment and its cor- 
rection through shorter working hours. Bartley Doyle 
of Philadelphia was also a speaker. 

The resolutions adopted by the delegates registered dis- 
approval of the excise tax, endorsed the Hamilton plan, 
approved the watchcase manufacturers’ code provision as 
to including the trade mark with the quality stamp, urged 
that no change be made in the National Stamping Law, 
disapproved the attempt of industrial jobbers to be in- 
cluded in the wholesale jewelers’ code, pledged support to 
the A.N.R.J.A. and endorsed the Roosevelt Administra- 


tion. 





Forstner Introduces New Type of Key Ring 


Forstner, the original creator of key rings for men, now 
pioneers with a new type of key ring. This key ring is of 
simple construction and design—a smooth perfect circle with- 
out a sharp point of projection to cause wear and tear on 
pocket. These are attached and removed easily and quickly 
because of the new wide arc. The new key ring is called the 
Dubl-lock and is available in several qualities. 
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WORKSHOP WOMES ¢ QUIFRITIES 





ECOVERING Gold and Platinum From Plating 
Solutions.—Would like to know of any easy way to 
remove gold and platinum from plating solutions. (Ques- 


tion No. 4884)—E. H. T. 


Answer.—The easiest way to recover gold from gold 
plating solutions is to add zinc dust or thin rolled zinc 
to the plating solution and keep it warm for several 
hours. All of the gold will be deposited on the zinc, then 
filter off the solution, rince it once with hot water and 
add dilute sulphuric acid which will dissolve the zinc and 
leave the gold in fine flakes which can be melted in the 
crucible with borax. To remove platinum from plating 
solutions, the solutions should be evaporated in an evapo- 
rating dish until it is in very small bulk. Then with the 
dish under the hood to carry off the fumes add slowly 
hydrochloric acid until effervescence ceases. Granulated 
zinc added to this solution with enough free hydro- 
chloric acid to dissolve all of the zinc will precipitate 
the acid as a fine black powder, which can be washed 
with hot water and dried. 


 eearen plating.— 

I would appreciate it very much if you would furnish 
me the following information: 

There is one big disadvantage in the watchmaking 
trade, and that is the rusting of watchmakers’ tools of 
iron. I have experienced this and am, therefore, asking 
for information on how to chromium plate iron watch- 
making tools and to plate them with a plating that will 
last? In order to do so I will need the following in- 
formation: 

What voltage and amperage? (Will a 6-volt storage 
battery do?) What utensils, what kind of anodes, what 
cleaning solution, what plating solutions, what tempera- 
ture, how long and, in general, the entire plating proc- 
ess information? I am going to plate myself, and there- 
fore ask you to give simple, concise information. M. D. 
(Question No. 4885.) 

Answer.—Chromium plating is a subject that cannot 
be fully considered in the amount of space at our com- 
mand. As a matter of fact, a good-sized volume could 
be written on this subject and still fail to cover many 
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points. Answering your questions briefly and in order: 
You will require a generator of 6 volts and 200 amp., 
with a voltmeter and ammeter and rheostat for control- 
ling the voltage. Most chromium solutions require at 
least 75 amp. per square foot of surface, so it is obvi- 
ous that even a 200-amp. generator is limited as to the 
amount of work it can handle. Solutions may be con- 
tained in stone jars or special plating tanks. Anodes are 
usually of lead or steel, or both. Cleaning solutions same 
as for other plating. A good chromium plating solution 
is as follows: 


Chromic acid, 55 oz. 
Sulphuric acid, .3 oz. by weight. 
Water, | gal. 


Temperature, 110 deg. Time required for plating, 
according to thickness of deposit that is desired; usually 
a few minutes will give a flash deposit. 


ITTING balance jewels. Will you kindly ex- 
plain how I should proceed to remove a broken bal- 
ance jewel of the burnished in type, such as are con- 
tained in the common Swiss watches so much in use 
today? 

How should I determine the correct hole size and the 
diameter of the broken jewel? 

What should be the proper treatment of the jewel 
bezel before attempting to replace the new jewel in the 
bridge or plate? 

Can a good job be completed without the use of a 


face plate? (Question No. 4886.) R. W. A. 


Answer—To remove a broken balance jewel of the 
burnished in type the first step is to push the jewel out 
with a sharp steel point. Little fragments of the jewel 
will likely be left in the jewel setting by this treatment 
and should be brushed out carefully with a watch brush. 
You should examine the hole carefully to be sure that no 
fragments are left in the jewel seat. Sharpened pegwood 
is quite good to feel around in the jewel seat to be sure 
that all of the broken jewel has been removed. 

Your third question really should be answered next. 
You should make a small burnisher about half the size 

(Turn to page 65) 











Intelligent Sales Promotion Pays Summertime Dividends 


(From page 21) 


hear English if you went into a jewelry store in Poland, 
Germany, France or Sweden. Negotiations for the sale 
are facilitated, and the chance of misunderstanding is 
avoided. You should see E. P. Strassburger, our head 
watch-maker and now a member of the firm, jump to 
the front when a German or Frenchman comes into the 
store. He speaks these languages and several others fluent- 
ly. We have, as I said, a salesman for every language, 
with the possible exception of Chinese. 

We work our direct mail list very closely, as you 
might imagine, since we are 60 years old, and have many 
customers of years’ standing. Our list indicates numerous 
facts about each name, including whether he or she is a 
watch, diamond, radio or some other kind of customer. 
We base this description on ‘what they have previously 
purchased from us. Our list at the present time numbers 
about 3500, although there have been times when it ap- 
proached 10,000. One of the secrets of a successful direct 
mail list is to keep every name a live one. Better by far 
have a small list of live ones than a large list encumbered 
by dead names. The expense of direct mail promotion is 
considerable, but it pays big dividends. 

Now, as I said, we went into the instalment business 
in 1924. That we have operated in the correct fashion 
is attested by many things. In the first place, we sell 
more jewelry, actually turning our stock three times a 
year. Of course, we are careful to buy no “century 
plants.” We know from a long experience what our 
people want, and we stock nothing else, regardless of the 
temptations which salesmen put before us. We are not 
a costume jewelry house. 

Except on high-priced articles, such as diamonds and 
radios, we allow 20 weeks in which to pay, and have a 
minimum of $1 a week. We look over our instalment 
purchase applicants very carefully, and turn down less 
than 5 per cent. Most of them know that they are 
substantial enough to deserve credit before they apply. 
We have very little trouble. We have to give an account 
to a collector very infrequently, and very rarely indeed 
have to sue or repossess. 

Our credit manager has nothing to do with sales in 
the store. My own opinion is that a salesman should not 
pass upon credit. He does not have the right mental 
attitude. If he is a good salesman he is bound to be a 
poor credit man, and vice versa. We have, here in South 
Chicago, a credit information exchange. Through sound- 
proof telephone booths at the rear of the store we are 
able to get a person’s complete credit record while the 
salesman, out in front, is still talking with the customer. 
If he is a “bad egg,” we know at once, and do not sell 
him except for cash. But as I said, our investigation 
shows 95 per cent of our applicants to be all right, and we 
are glad to sell them. Most people are honest. 

We wished many times, before the depression lifted, 
that we had done more business on the instalment plan. 
Once a piece of jewelry was sold on instalment account, 
there was no such thing as changing the price, but the 
goods we had in stock, bought at high prices, had to be 
marked down in piteous fashion. To my mind, we lost 
money in this case because we did not do more instalment 
business. We are today proud of our instalment busi- 
ness. We have been in it for 10 years. Carefully con- 
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ducted, it is safe; honestly conducted, it makes for larger 
volume, faster turn-over and more customers who become 
repeaters. Our reputation was improved, rather than 
harmed, by going into instalments. 

We have had as much as $100,000 outstanding on in- 
stalment accounts, but we have never worried. We get 
in as much as 20 per cent every month; in boom times as 
much as 30 per cent. People often pay more than they are 
required, with a view to getting the obligation cleaned 
up as soon as they can. 

From the far fields of Poland to a steel mill in South 
Chicago, from bare existence to good wages, is only a 
matter of a few weeks. Your peasant shortly finds him- 
self with enough money to get the sort of watch he has 
always wanted, and we have it for his, cash or credit, as 
he desires. The Polish people are “crazy” about jewelry, 
both men and women. I mean to say that they believe in 
it and want it. The average man of European birth is 
more prone to decorate himself with jewelry than the 
average American. He does not regard the habit as effem- 
inate. Some of them even come over here wearing gold 
earrings. I have seen them. 

The immigration laws, in recent years, have cut down 
the foreign-born people coming to South Chicago, but 
many are already here, and their children, growing up as 
good Americans, but with the home influence making itself 
felt, constitute a new and coming class of customers, of 
which we are conscious at all times in our promtion efforts. 
They are, and will continue to be, good jewelry customers. 

What can I say in closing that will help my brother 
jewelers? I know of nothing more to the point than 
that promotion, as well as all other effort in the jewelry 
business, is not a matter of luck—just intelligent work. 
I work hard, and all my associates are fiends for work. 
With us, indeed, it ceases to be work, in the sense that 
it is drudgery. We play the game of conducting business 
and have a good time doing it. It is the only way. Now 
and then I may spot a new gray hair in my mustache, 
but I don’t feel any older and my ideas, if anything, 
get younger. 


Retail Jewelry Trade Submits Budget for Code 
Administration 


WasHInctTon, D. C., June 20.—The National Recov- 
ery Administration announced today that the Code 
Authority for the retail jewelry trade has made applica- 
tion for approval of its budget, totaling $25,648 for the 
calendar year 1934. 

The budget includes a salary list of $5,000 for execu- 
tive officers; $2,600 for secretary and treasurer, and 
$6,000 for office helpers. Rent is given as $1,200; post- 
age and telegraph at $3,000; printing, etc., $2,700; coun- 
cil meetings and traveling expenses, $2,600; professional 
services, $1,500. 

The basis of contribution by members of the trade 
toward this budget already has been approved by the 
Administrator. 

Notice is given that any criticisms of, objections to or 
suggestions concerning this budget must be submitted to 
Deputy Administrator H. C. Carr, 1320 G St., N.W., 
Washington, D. C., prior to Monday, July 2, 1934. 
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Workshop Notes 


(From page 63) 


in diameter of the jewel hole, flat on the end and with 
the corner slightly rounded. If you use this burnisher 
carefully with a glass you can open up the jewel bezel 
practically to the original size, but you must be careful 
not to cause injury to the bezel. 

Your second question should be considered next. Your 
jewels should be graded as to diameter so that you can 
select the proper jewel diameter to fit in the old setting, 
then to select the correct hole size you would merely try 
this on the balance pivot. 

Referring to your fourth question, it is quite possible 
to do a very nice job without the use of a face plate. 


Refining Old Gold Scrap 


(From page 56) 


making a streak on a white plate, dissolving the 
streak completely in a drop of aqua regia, and testing 
with a drop of a special reagent. Comparisons are made 
with a drop of a standard solution of gold, platinum or 
palladium, using the same reagent, and the karat or fine- 
ness thus estimated. The successful use of the method 
requires considerable practice, but should repay the effort. 


MAKING THE TEST 


It is first necessary to ascertain whether the article to 
be tested is solid gold. The weight in relation to size, 
that is, the specific gravity, can be taken into consideration, 
since gold is much heavier than silver or the base metals 
likely to be present. Gold-filled or electroplated jewelry 
is detected by filing through the outer layer and testing 
the core with acid, preferably on the stone. 

Rub a flat or rounded part of the object to be tested 
back and forth on the touchstone, until you have a uni- 
form streak about 1/16 in. wide and 1 in. long. Try 
to avoid making a sharp scratch. If you do not know 
the approximate karat, test it first with Acid No. 1, then 
with No. 2 or No. 3, until you have a rough idea of the 
karat. Then make another streak on the stone; on one 
side of it make a streak with the needle next in karat 
below your estimate; on the other side make a streak 
with the needle next in karat above your estimate. 

Now wet the three streaks with the acid selected, and 
keep them wet with acid until no color remains but that 
of fine gold. If the three streaks have been made the 
same way, the final result will most likely give you a 
close idea of the karat. If you have red gold, green 
gold and white gold needles, and use the same color 
needles as your test piece, you will have no difficulty in 
getting a positive result. 

If you have but one set of needles, you must bear the 
following facts in mind: 

1. If much platinum or palladium is present, the 
white metals will remain undissolved by the acid; 

* it is then not possible to tell the gold karat by this 
method. C. M. Hoke’s method referred to above, 
may be used. Most dental gold alloys come in this 
class. 

2. Green gold contains more silver than red or 
yellow gold; the action with Acids Nos. 1 and 2 
will be somewhat slower, and with No. 3 much 
slower. 
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3. White gold containing nickel acts more slowly 
than red or yellow gold with Acids Nos. 1 and 2; 
it acts faster with No. 3. 

4. Stainless steel resists the acid test and is usually 
non-magnetic. A special test solution is needed to 
detect it. 

I shall be glad to answer specific questions regard- 
ing the above, in more detail than space permits here. 

The following table may be found convenient for 
calculating the gold content and value: 


Karat % fine gold Karat % fine gold 
24 100. 12. 50. 
23. 95.8 11. 45.8 
22. 91.7 10. 41.7 
ai. 87.5 9. 37.5 
20. $3.3 8. 33.3 
19. 79.2 aa 29.2 
18. 75.0 6. 25.0 
57, 70.8 5. 20.8 
16. 66.7 4. 16.7 
15. 62.5 . 3 12.5 
14. 58.3 2. 8.3 
13. 542 . 4.2 





Merchandise Market 


New Combination Cigarette Dispenser and Humidor 


A cigarette dispenser-humidor-lighter combination, all in one 
compact unit, is being shown by Match King, Inc., Chicago. 
The beauty of it is that it works automatically. As the cover 
is lifted, the cigarette comes up automatically for selection. 
A special moisture-retainer is on the inside of each lid. 





Bernt Balchen Expresses His Appreciation of the 
Wittnauer Allproof Watch 


The following telegram was sent recently to the A. Wittnauer 
Co. by Bernt Balchen: “As I leave again for the Antarctic I 
want you to know how much I appreciated the Allproof watch 
you presented me with on my last trip with the Ellsworth 
expedition. It was the sturdiest and most useful mechanical 
instrument we had in the Antarctic.” 





Hardy Bead Restring Outfit 


Harry C. Schick, Inc., 105 Chestnut St., Newark, has placed 
on the market a bead-restringing outfit which is of interest to 
retail jewelers. 

On the attractive display card are twelve individual, cello- 
phane-wrapped, complete bead-restringing outfits, each of which 
consists of two yards of braided silk bead cord, two bead- 
restringing needles, and a filigree safety clasp. Each individual 
outfit is easily removed from the display card so that the 
retailer can sell right from the card if he desires. 





Paulson Time Micrometer 


Among the articles that have excited considerable interest in 
horological lines and among the watchmakers of the country 
is the “Time Micrometer” offered by Henry Paulson & Co., 
37 S. Wabash Ave., Chicago. This instrument, which the 
owners refer to as the triumphant conqueror of regulating 
problem, shows immediately whether the watch is running 
slow or fast, and this can be done in a minute or two with the 
same precision that in the old days would take many days. 
The instrument is one that gives the repairer an opportunity 
to determine the troubles of many watches at once, permit them 
to be regulated immediately and accurately, often doing away 
with the “loan-out” watch which the jewelers let their cus- 
tomers use during the old-fashioned regulation. The instru- 
ment is in a cabinet size of about 154% x 14 x 6% inches, and 
when displayed in the window or in the repair department be- 
comes a good advertising feature to the jeweler using it. The 
instrument is about the only contrivance of its kind which sells 
for less than $100 and can be purchased on a monthly payment 
plan. 











Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a wotd. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
ewers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 








STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





EXPERT WATCHMAKER, ENGRAVER, 
combination man; South preferred; at 
once; state wages. W. T. Lambert, 
1219-12th St., Augusta, Ga. 





IF YOU ARE IN NEED of a watch- 
maker, jeweler or optician, write to 
Henry Paulson & Co., 37 So. Wabash 
Ave., Chicago, Il. 





ENGRAVER, manufacturing jeweler, 
platinum worker and diamond setter; 
high class references. Address ‘‘O., 1641,”’ 
care Jewelers’ Circular. 





WATCHMAKER, JEWELER, optom- 
etrist, registered in Oklahoma, wishes 
position, either on salary or commis- 
sion basis. Address ‘“D., 1621,’’ care 
Jewelers’ Circular. 





SALESMAN, 18 years’ experience, thor- 
ough knowledge; ten years with one 
of South’s largest stores; gilt edge ref- 
erences. Address “‘K., 1628,’’ care Jewel- 
ers’ Circular. 





UNIVERSITY GRADUATE, art major, 
desires connection with company or 
shop as designer; have made craft jewel- 
ry and metalwork. Talbot, 42 Race 
St., Athens, Ohio. 


¢ 


FORMER MANAGER desires position in 
reliable store where thorough experience 
and real selling ability is required; capa- 
ble creating effective displays. Address 
“P., 1642,”’ care Jewelers’ Circular. 





WATCHMAKER, 37, single, eight years’ 
experience; will consider moderate sal- 
ary; will go anywhere; references. Ad- 
cons “N., 1667,” care Jewelers’ Cir- 
cular. 








FIRST CLASS WATCHMAKER, Al me- 
chanic, 20 years’ experience, desires 
position New York or vicinity; salary 
$25. Address ‘“J., 1661,’ care Jewelers’ 
Circular. 





JEWELER, ENGRAVER, SETTER, can 
design new work, remodel old work 
and repair; expert in all branches; will 
go anywhere; steady. Address “G., 
1659,”’ care Jewelers’ Circular. 





WATCHMAKER, JEWELER, good sales- 
man, 30 years of age, 15 years at 
bench; H.I.A.; position must be perma- 
nent; now employed; good on railroad 
and better watches. ‘Watchmaker,’ 
P.O. Box 1013, Little Rock, Ark. 





WATCHMAKER, 36, competent on all 
grades of watches and clocks, 15 years’ 
experience; can wait on trade, and 
furnish the best of references; will go 





anywhere. Address ‘L., 1666,” care 
Jewelers’ Circular. 
AGGRESSIVE SALESMAN, Hebrew, 


seeks connection with reliable retail 
outfit; thoroughly qualified selling in 
every branch; capable building effective 
window displays. Address ‘“K., 1662,’ 
care Jewelers’ Circular. 





FIRST CLASS WATCHMAKER, one of 
the best, a real mechanic, with 25 
years’ experience, is open for a per- 
manent position; salary $18 per_week. 





Address ‘“Watchmaker,”’ Central 
YMCA, Elmira, N. Y. 
WINDOW TRIMMER and _eshow-card 


writer who serves jewelers exclusively 
is now available for occasional jobs in 
the Metropolitan area. Address “K., 
1681,” care Jewelers’ Circular. 





YOUNG BOY, 18, watchmaker’s helper 
for three years, able to clean watches 
and clocks; New York or vicinity; 
references; moderate salary. Address 
“S., 1693,” care Jewelers’ Circular. 





DIAMOND SETTER, manufacturing jewel- 
er, engraver, 18 years’ experience in 
shop and stores; clock repairing, help on 
watches; good references; Wisconsin or 
nearby preferred. Address ‘‘W., 1650,’ 
care Jewelers’ Circular. 





WATCH AND CLOCKMAKER, expert 
on all makes clocks and watches; 
studied abroad; have diploma; best 
references; single. Address Frederic 
——. 267 Cascade Rd., Wilkinsburg, 
a. 





YOUNG LADY, full charge bookkeeper, 
knowledge stenography, 10 years’ ex- 
perience, trial balance, assume respon- 
sibilities, initiative: six years with one 
concern. Address ‘‘P., 1634,’’ care Jewel- 
ers’ Circular. 





RETAIL SALESMAN, young man of in- 
teresting capabilities and clean record, 
seeks responsible position in reputable 
establishment handling better class 
trade. Address ‘‘O., 1633,’ care Jewel- 
ers’ Circular. 








SWISS WATCHMAKER, with Several 
years’ experience, wishes position with 
a good concern; daylight shop pre- 
ferred; will go anywhere; straight sa]. 
ary or commission. Address “G., 1625» 
care Jewelers’ Circular. : 





MANAGER, for the past 15 years com- 
plete charge of New York factory 
highest grade diamond jewelry; due to 
conditions seek new _ connection; also 
sell; references. Address “F., 1624” 
care Jewelers’ Circular. , 





WATCHMAKER, 31 years old, married, 11 
years at bench and sales experience, algo 
clock and jewelry repairer, would like 
steady position; best references. Aq. 
dress M. W. Jacobson, care Swenson’s 
Jewelry Store, Ottumwa, la. 





YOUNG LADY engraver, stenographer 
window dresser, bead stringer and sales. 
lady, eight years’ experience in first 
class stores; have repaired watches: 
A-1 references. Address ‘‘Y., 1651,” care 
Jewelers’ Circular. 





CREDIT STORE SALESMAN, executive 
type, seeks connection with progressive 
organization; thoroughly qualified com- 
plying with every conceivable require- 
ment; age 30; single. Address ‘‘C., 1655,” 
care Jewelers’ Circular. 





WATCHMAKER’S HELPER, for past 
three years, young man, 19, able to 
clean watches and clocks; New York or 
vicinity ; references; moderate salary. 
— “T., 1694,” care Jewelers’ Cir- 
cular. 





RETAIL SALESMAN with 30 years’ ex- 
perience, understands the jewelry busi- 
ness from every angle, also all kinds 
of watch and jewelry repairing and 
testing of gold. Address “A., 1699,” 
care Jewelers’ Circular. 





FOR IMPROVED RESULTS; former 
manager of large installment chain, 
knowledge of what, where and when 
to buy; fully acquainted credits and 
collections. What can you offer? 
Address “A., 1671,” care of Jewelers’ 
Circular. 





EXPERIENCED WATCHMAKER wants 
permanent position; best references; 
good salesman, 18 years’ experience; 
married; own tools; high grade Swiss 
and American watches; experienced 
all grades. Address “E., 1622,” care 
Jewelers’ Circular. 





WATCHMAKER, JEWELER, five years’ 
practical watch repairing, six years’ 
jeweler’s experience, seeks _ position 
with expert watchmaker; salary sec- 
ondary consideration; will go any- 
where. Address ‘H., 1660,” care Jewel- 
ers’ Circular, 





MANAGER, INSTALMENT, several 
years’ experience; A-1 salesman; orig- 
inal window trimming ideas; checks 
credits, care of collections, advertising 
sales promoting; college education; 
salary secondary. Address “H., 1676,” 
care Jewelers’ Circular. 





A-1 SALESMAN, 10 years’ experience, 
check credits, care collections, trim at- 
tractive windows, write advertising; 
knowledge typing and bookkeeping; 
original sales-promoting ideas; excel- 
lent references. Address “K., 1680,” 
care Jewelers’ Circular. 





BUYER, MANAGER and expert sales- 
man, experienced New York, desirous 
of making a change, wishes to join 
forces with a high class diamond and 
jewelry house where knowledge and 
efficiency count; thoroughly alive to 
business progress. Address ‘‘A., 1673,” 
care Jewelers’ Circular. 
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Providence 


(From page 53) 


a window of the machine had been pried 
open and several packages of gold-plated 
chains, silver necklaces and other novel- 
ties manufactured by that concern were 
missing. He was unable to give the value 
of the goods. 

Funeral services were held May 31 at 
West Harwich, Mass., for Frederick B. 
Leighton, who died at his summer home 
there on May 28. Mr. Leighton, who was 
in his 75th year, for 20 years was fore- 
man silversmith for the Gorham Mfg. 
Co. He was born in Australia but as a 
young man went to England and in 1880 
came to Providence and entered the em- 
ploy of the Gorham Company. After 20 
years with that concern, he took a re- 
sponsible position in the ecclesiastical de- 
partment of Benziger Bros., manufac- 
turers of church goods at Brooklyn, N. Y. 
After serving that concern for 10 years, 
he accepted a position with the Newark 
city government and remained there un- 
il his retirement several years ago. 


Manufacturing jewelers of this city are 
prominent among the group of business 
men who are generally interested in a 
10-year plan for the development of the 
city in preparation for the observance of 
the 250th anniversary of the early set- 
tlement of the community. Harold E. 
Sweet, head of the R. F. Simmons Co., an 
ex-mayor and president of the First Na- 
tional Bank, is the chairman of the 
committee. Other members include: 
H. Dean Baker, treasurer of the Attleboro 
Refining Co.; Percy B. Bell, merchandis- 
ing manager of the Watson Co.; C. Wal- 
lace Cederberg, treasurer of the Lasron 
Tool & Stamping Co.; Leland B. Smith, 
general manager of the Apco-Mossberg 
Co. and James V. Toner, president of the 
New England Manufacturing Jewelers’ 
and Silversmiths’ Association and presi- 
dent-treasurer of Saart Bros. Co. 





Auctions and Retailers Code 
(From page 19) 


fusal to grant the preliminary injunc- 
tion was taken before the Appellate 
Division of the Supreme Court, which 
has now held that the “acts of the 
defendants are violative of the law 
and provisions of the code of fair 
competition for the retail jewelry 
trade as the defendants are, in fact, 
selling jewelry at retail under the 
guise of an auction.” 

If the actions of auctioneers who 
refuse to get a permit from the local 
retail jewelry code authority and vio- 
late the retail jewelry code can be 
stopped by a preliminary injunction, 
there appears to be a fine opportunity 
of cutting down the complaints of 
abuses growing out of these auctions 
in a simple and effective way if the 
case will be continued by vigorous 
Prosecution. 
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JAMES L. HAND 


*‘America’s Leading Jewelry 
Auctioneer” 


14 Maiden Lane, New York 
Telephone: Rector 2-0677 


Cable Address: Handsale, New York 


STRICTLY ETHICAL 
AUCTIONS 


CONDUCTED UNDER THE RETAIL JEWELRY CODE! 


A quick inexpensive way to raise cash or liquidate your entire stock. The 
legitimate “Hand Auction” will bring far better results than by selling 
in bulk. Your reputation well guarded. Known favorably by The Jewelry 
Trade Everywhere. Have conducted many auctions under supervision 
United States and Canadian Courts, for Banks, Trust Companies, Executors, 
Trustees, Receivers, Representative Jewelers and Members National Jewelers 
Board of Trade. No stock too large or too small! Experience! Ability! 
Results unequalled! 





@ Free information on 
how to conduct an auc- 
tion under the Code. 
Write or wire. Cor- 
respondence confiden- 
tial. 


@ Write for illustrated 
Book on Auctions ex- 
plaining ethical methods 
endorsed by jewelers 
everywhere. 





WE 00 OUR PART 





~] 
parr 








Clock Company Denied Exemption 
From Electrical Manufacturing Code 


WasHIncTon, D. C., June 14.—A. R. 
Glancy, as divisional administrator, it 
has been announced, has denied an appli- 
cation by the Middlebury Electric Clock 
Corp. of Indiana for an exemption under 
the code for the electrical manufacturing 
industry which would permit them to 
operate on a 44-hour week average for 
six months and at a minimum hourly 
wage rate of 22 cents. The company has 
factories in Middlebury, Ind., and Chi- 
cago, Ill. 


Sales of Jewelry by Wholesalers 
Showed Big Increase in April 


Sales of jewelry at wholesale in the 
New York Federal Reserve district dur- 
ing April, 1934, showed an increase of 
169.4 per cent over the 1933 figures; dia- 
mond sales were ahead 22.4 per cent for 
the same period. Wholesale jewelry stocks 
showed a decline of 21.9, and diamond 
stocks dropped 1.8 per cent. 


National Recovery Administration’s 
Attitude of Price Policy in 
New Codes 


WasuinctTon, D. C., June 8.—NRA to- 
day emphasized that yesterday’s new 
price policy announcement does not in 
any particular affect price provisions of 
already approved codes. While pending 
codes and codes hereafter submitted for 
approval will be adjusted to the new 
policy, codes already approved will be 
amended to conform only as the result of 
negotiations with and agreement by the 
interested Code Authorities. 

Inquiries from Code Authorities and 
members of coded industries as to the 
status of their codes were answered by 
the statement that such approved codes 
are in full effect as now written unless 
changed by negotiations, and continued 
compliance with all provisions is required. 


Graduates of University Gem Courses 
to Act as Founders of American 


Gem Society 


Los ANGELES, CAL., June 12.—The or- 
ganization plans of the American Gem 
Society are progressing. A large number 
of proprietors and salesmen throughout 
America are engaged in research work, 
preliminary to the examination for grad- 
uate membership which will be given late 
in 1934 and in the spring of 1935. These 
graduate members being prepared as 
leaders in their various communities of 
the campaign “to make America gem and 
jewelry conscious” will be known as the 
founders of the A.G.S- 

Although many former students of the 
gem courses at Columbia have already 
qualified as graduate members, a special 
call is made at this time to all students 
who have passed courses in these univer- 
sities to immediately contact the American 
Gem Society at 555 South Alexandria St., 
Los Angeles, sending names and ad- 





dresses of other students and arranging 
to qualify themselves as graduate mem- 
bers and founders of the American Gem 
Society. Especially in the vicinity of New 
York, all names are desired looking to- 
ward the organization within the next 
few months of a chapter of the American 
Gem Society in that city. Columbia stu- 
dents located in New York are asked to 
telephone Richard Van _ Esselstyn, 3 
Maiden Lane. 

Jewelers with over 10 years’ experience 
who have not attended such courses may 
also still qualify as founders and gradu- 
ate members. Instruction may be obtained 
from the American Gem Society at the 
above address. 


Polack Jewelry Store 
Observes 129th Anniversary 


York, Pa., June 2—The 129th anni- 
versary of the R. F. Polack jewelry store 
was observed May 31 and June 1. On 
those days tea was served in the store, 
to which the public was invited. 

The firm was established in the 
borough of York in or before the year 
1805 by Richard Koch (1774-1836), sil- 
versmith and clockmaker. 

The families of both parents of the 
present proprietors, Ernest Henry and 
Charles Francis Polack, were silver- 
smiths. 


April Imports and Exports of Jewelry 
and Silver 


WasuincTon, D. C., June 15.—Exports 
and imports of jewelry and kindred arti- 
cles during April have just been tabu- 
lated by the Bureau of Foreign and Do- 
mestic Commerce. They show among the 
exports that the total ‘volume of fine 
jewelry of precious metals with gems dur- 
ing the month was $3,818; all other 
jewelry, $47,576; sterling silver, $550; 
silver-plated ware, $9,740, and other ar- 
ticles, including gold and pewter, $6,512. 

During the same month we imported 
gold and platinum jewelry and parts of 
only $348; all other jewelry of cheaper 
lines, $8,781; silver-plated table ware 
and other utensils, $37,685, and other 
silver-plated articles of $3,986. 


New Watch and Clock Factories 
Cannot Be Established 
Until 1936 


WaSsHINGTON, D. C., June 16—The 
German Minister of Economics has for- 
bidden the establishment of new watch 
and clock factories until Dec. 31, 1935; 
included in this restriction is the enlarge- 
ment of existing factories, according to a 
report from Vice Consul C. T. Tawadzki, 
at Berlin. 

Aside from three large firms, there are 
only 20 medium-sized establishments in 
the watch and clock industry. Before the 
World War, the industry concentrated 
on the production of alarm and large 
clocks, while watches were almost en- 
tirely imported from Switzerland. After 
the World War, the production of 
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watches in Germany began to ineres 
while numerous concerns imported’ 
parts from Switzerland and as 
them here, with the result that impe 
finished watches are negligible at 
ent. : 
The reason given for the restrictig 
that there is a danger of new investme 
in an industry which is already lag 
than necessary. Wrist watch fa 
are excluded from the restriction. 


New York Installment Jewelers 
Code of Advertising Ethics ~ 


Representatives of the leading instg 
ment jewelers of New York and gu 
rounding territory, comprising f 
which account for approximately 90 De 
cent of the credit jewelry business in h 
Metropolitan area, have agreed to abid 
by a code of advertising standards recent 
ly drawn up by a committee of severg 
of their number. This agreement, whit 
became effective June 15, has for its ba 
the article of the retail jewelry code ff 
lating to jewelry selling advertising 
publicity and is in effect an elaboratig 
and interpretation of these provisions, © 

The agreement binds those subscribij 
to it to advertise only the cash price 4 
articles and to mention that there is | 
extra charge for credit. It requires th 
any so-called “loss leader” that is offere 
for sale must have a mark-up of 33 
cent on the cost or 25 per cent on 
selling price. It bars the use of unqual 
fied superlatives of quality and price a 
defines specifically the conditions undi 
which such words as “blue” and “ 
fectly’ may be used in connection wi 
diamonds and precious stones. Omissil 
of important descriptive statements 
garding jewelry, stones and watches 
defined as misleading by the agreem 
The number of jewels in a watch mo 
ment, or the absence of jewels, must 6 
stated and a cylinder movement describe 
as such. Illustration of diamond rings 
other jewelry not in true perspective | 
defined as misleading and such illustr. 
tions are not to be more than two 
one-fourth times the actual size of 
merchandise shown, unless they are eig 
or more times the size. Except in the latte 
case and where the merchandise is actut 
size, a statement must be made indicati 
that the illustration is larger than ac 
size. 

The code of advertising standards was 
the result of a meeting of installme 
jewelers held in April, called by 
Local Retail Jewelry Code Authority. At 
this meeting a committee to draft thé 
agreement was chosen, including the fok 
lowing: Eliot P. Hirshberg, of Finlay? 
Strauss, Inc., chairman; Harold 
Busch, Busch Kredit Jewelry Co., Inc 
Albert Wortman, Ludwig Baumann & Coy 
Inc.; Rowland D. Goodman, Tappif 
Jewelry Stores, Inc.; Jacob Hollander 
Castle Co., Inc. At a subsequent meeting 
the standards were approved unanimousl 
except one paragraph which deals wit 
advertising the cash price only. The 
standards as a whole were adopted b 
all present except one firm. 
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